In the bond department of the Continental 
IUinois Bank and Trust Co.. Chicago. 


Lower Commodity Prices F orecast 


A Rise in Bond Prices 


By Eldred M. Keays 
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10 Sources of Trust Business 


Outside the Bank 


By John A. Reynolds 


RAND MSNALLY & COMPANY 


NEW YORK Publishers CHICAGO 








The Pennsylvania Company 


for Insurances on Lives and Granting Annuities 
Originally Chartered 1812 


The merger of The Pennsylvania Company for Insurances on Lives and 

Granting Annuities and the Bank of North America and Trust Company, 

effective June rst, combines two institutions which have had a long record 
of conservative and constructive management. 


Statement as of the Close of Business, May 31st, 1929 
RESOURCES 


Cash and amount on deposit with Federal Reserve Bank 
Clearing House Exchange............ 

Due from banks and items in process of collection. . 
Loans upon collateral. 

Investment securities 

Commercial paper. . 


$ 14,251,000.41 
7,949,341.86 
17,964,624.74 
84, 367,864.77 
17,895,957.54 
19,782,727.16 


Reserve fund for the protection ‘of * ‘Cash balances in Trust Accounts”’ 
Puinitures Pretites and: Vaults << obo d eG i daewis wee s00 swe ues anaes 
Miscellaneous ‘i ee ee ee Le een aT wr Pee Mir aret nics c elt eS 
Interest accrued 


6,731,179.18 

948,687.84 
1,434,604.93 
1,085,046.09 


Real Estate 307 Chestnut Street 
Customers’ liability account letters of credit issued and acceptances 
executed 


300,000.00 


753,363.02 
$173,464,397.54 


SE ere Tee 

Surplus 

Undivided profits ..... 

Reserved for dividends 

Reserved for building 

Reserved for taxes and expenses 

Deposits 

Treasurers’ checks and Clearing House Due Bills outstanding 
Interest payable depositors 

Miscellaneous liabilities 

Letters of credit and acceptances executed for customers 


$ 6,500,000.00 
27,500,000.00 
2,000,000.00 
487,500.00 
601,366.13 
318,793.16 
128,148,359.18 
6,525,926.04 
455,195.02 
173,894.99 
753,363.02 
$173,464,397.54 


Trust Funds 


$599, 306,584.23 
Trust Funds Corporate 


1,784,677,264.00 


C. S. W. PACKARD, President 
NEWHALL, Executive Vice-President 


THE PENNSYLVANIA COMPANY 


FOR INSURANCES ON LIVES AND GRANTING ANNUITIES 
(Member Federal Reserve System) 


ce & 


PACKARD BUILDING 
. E. Corner 15th and Chestnut Streets 
COMMERCIAL TRUST BRANCH 
15th Street and South Penn Square 


INDEPENDENCE HALL BRANCH 
517 Chestnut Street 


BANK OF NORTH AMERICA BRANCH 
307 Chestnut Street 


S 











Have You Considered These Facts? 


There must be a reason why so many bankers, after careful 
consideration, insist on having National Bank Vault Doors 


XAMINE this new vault door just 

installed for the South Ashland 

National Bank, Chicago. Weigh 
its points of advantage over competing 
No. 10 rate doors. You, too, want a vault 
door that gives guaranteed protection. 
That in appearance will be an asset to 
your bank and that is right in price. 


More and more banks are insisting on 
National equipment because National Bank- 
Vault Doors are guaranteed to resist any form 
of burglarious attack; because in design and 
appearance these doors are unequalled; and 
because quality considered, our prices are con- 
sistently lower. 


Our 52-Page Booklet will give you many valuable 
facts. No obligation. Clip and mail the coupon, now. 


New Installation—South Ashland National 
Bank, Chicago, Illinois 


Note these points of advantage of this door over com- 
petitive No. 10 rate doors: 


Drawfiled polished wr instead of black painted. 2. Nearly 
121 4" = instead of 944 to 10". 3. 20" on edge instead z 154% to 
16". 4. 314" bolts inetead of 2% to 274". 5. Finish plates in vestibule 
ol of painted vestibule. 6. Bolt frame cast integral with door 
instead of screwed on. 7. Diameter of Compressor Drums: 9" top 
and bottom and 11!" center, instead . 7" to 9". 8. Diameter Com- 
pressor Shaft: 2" instead of 134" Diameter Hinge Barrels: 4" 
inner barrels and 5" outer barrels, ad of 3" to 4". 10. Width hinge 
boty, % instead of 9". 11. Thickness hinge a 234" instead of 
2". 12. Clear opening rr 8014" instead of 78". Yt ome 
width: 33" instead of 32". Overall height, 10634" “instead of 98 
15. Overall width, 8034" cma of 64". 16. Yale combination locks 
instead of a private brand. 17. Weight 20,000 Ibs. instead of 15,000 
to 16,000 lbs. 


THE NATIONAL SAFE AND LocK COMPANY 


Established 1883—45 years ago. New York Office Chicago Office Los Angeles Office 
General Offices—2345 East 69th St. 388 Broadway Tower Bldg. Baldwin & Burke Safe Co. 
Works—East 69th to 70th St. & Pennsylvania R. R. 6 N. Michigan Ave. 1429 S. Los Angeles St. 


CLEVELAND, U. S. A. SALES ENGINEERS QUICKLY AVAILABLE IN ALL PRINCIPAL CITIES 


* The National Safe and Lock Co. 
~— 2345 East 69th Street, Cleveland, Ohio 


Please send me your FREE book on National Bank Vault Doors and full infor- 
If you are planning mation on the subjects I have checked below. 
to buy a new vault 
door or vault equip- ODaylight Robbery (Vault Linings OGrille Partitions 
poe pg otsal OSafe Deposit Boxes (Vault Systematizers [Chests O Vault Lockers 
importance to you. 
| Our 44 years of ex- 
| perience are al your 
service. 


Clip and mail this coupon now 


Readers will confer a favor by mentioning THE JULY, 1929 BANKERS MONTHLY when writing to our advertisers 
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TABLE OF CONTENTS 


You can make money for your bank by reading 
at least those articles marked with a >. 


A Safe Investment Program ... . . . . . . W.IL. Peterson 
Banking Atmosphere—How To Make It Homelike . . . . . . . W.J. Smith 
Our Stockholders Work® . . ...... . . . OS. A. Graham 
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Direct Contact With 
American Business 


No matter what part of the 
United States your business 
reaches, this institution is 
acquainted in that territory. 
It has accounts from all lines 


of business and from one- 


fifth of the nation’s banks 


CONTINENTAL ILLINOIS 
BANK AND TRUST 
COMPANY 


CHICAGO 















HERES HOW--- 


—Sell savings over bond competition 


—Build small unprofitable savings into profitable 
accounts 


—Revive dormant savings accounts 

—Establish a Real Estate Loan Department 

— Advertise for large construction loans 

— Advertise for small housing loans 

—Solicit correspondent bank accounts 

—Sell commercial banking to business men 

—Sell the checking account as a financial service 

—Inaugurate and announce the service charge on 
checking accounts 

—Meet trust objections in selling 

—Fit trust advertising into a general campaign 

—Analyze the trust department 

—Prepare institutional copy for investment houses 

—Develop sales promotion for investment houses 


—Coordinate sales, buying, advertising and sales 
promotion for investment houses 


TO FIND OUT—ATTEND THE 


Fourteenth Annual Convention 


FINANCIAL ADVERTISERS 


ASSOCIATION 


HOTEL BILTMORE 
OCTOBER 30 


TO 


NOVEMBER 2 


ATLANTA -GEORGIA 





_—”””””,,dr,”dmdL_dL O_O 


Readers will confer a favor by mentioning THE JULY, 1929 BANKERS MONTHLY when writing to our advertisers 
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. 4P) Seryz 
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Materi : or our Guests 
forme rly Establishments. Also Hotel 
involving ~ remship, 
days of time Fg 
and effort Open every business day Yen 
9 A.M. to 8 P.M. ad Ticket 
to sce- Reservations 





Complimentary “Passes from your banker 
or upon request from~. 


The Bankers Industrial Exposition 


11 WEST 42nd STREET, NEW YORK CITY 


Salmon Tower Building Entire Fifteenth Floor 


ia 


Send for free copy of thes Exposition News 


Readers will confer a favor by mentioning THE JULY, 1929 BANKERS MONTHLY when writing to our advertisers 





Introducing 
DETROIT 


FOURTH CITY 


*Way back in 1920 Detroit had a population 
of 994,000. Today the figure exceeds a mil- 
lion and a half. 


In this period 1546 new factories were built 
—increasing the number of workers em- 
ployed to 450,000, and the weekly payroll to 
$13,000,000. 


Bank deposits during the past year increased 
$380,000 daily. Bank clearings gained more 
than a billion and a half in 1928. 


Detroit, one of the oldest communities in 
America, is a new city—a world center of 
industry and finance. 


“Front door’? contact with 21,000 Detroit citizens 
daily gives to correspondent banks of the First National 
Bank of Detroit an intimate picture of the rapidly 
changing market conditions in the Great Lakes Region. 


Furst NaTIONAL Bank 


Furst NATIONAL CompaANy 
OF IDETROIT 


INCORPORATED 


Readers will confer a favor by mentioning THE JUNE, 1929 BANKERS MONTHLY when writing to our advertisers 
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Contents of 


BANK ADMINISTRATION 


By H. N. STRONCK 


. The Triangle of Man- 


agement 


. Operating Profit Factors 

. Sound Policies 

. TheOrganizationStructure 
. Organization Analysis 

. Personnel Administration 
. Development of Personnel 


The Business Develop- 
ment Function 


. The Operating Function 
. Bank Production Analysis 
- Loan Administration 


Policies 

The Evaluation of 
Credit Risks 

Conversion of Funds 
Secondary Reserves 

and Investment Account 
The Control Function 
Departmental Earnings 
Analysis 

Analysis of the Cost of 
Deposit Accounts 
Savings Department 
Operations 

Bond and Trust Operations 
Comparative Measure- 
ment of Results 





Banking book 


sets record-breaking 


reeeption — 


Two Thousand Bankers placed advance 
orders for this book as soon as they knew 
it was going to be published. It is now 
ready for delivery. Get your copy of 


BANK 
ADMINISTRATION 


By H. N. STRONCK 


One author is a recognized authority on bank management, a 
trusted counselor of Government Bureaus, Bankers’ Associations, 
and regional conferences of the American Bankers Association, 
a man who has made inside surveys and developed organization 
plans for individual banks with resources from a hundred thou- 
sand to a hundred million dollars in every section of the country. 


His book is a complete, vivid and workable treatise on the 
managerial methods that make bank profits. It will vitalize any 
bank officer’s mental equipment. It will tighten any bank direc- 
tor’s grip on his responsibilities. It will strengthen the reach of 
any young bank man or woman for the bigger jobs ahead. 


$500 
ON 5 DAY’S TRIAL 


Send no money. Simply sign this request for examination 


RAND MSNALLY & COMPANY, | 
Chicago, Illinois 


Send BANK ADMINISTRATION by H. N. Stronck. Unless returned in five days, 
we will honor your bill for $5.00. 


SS aes ae a a 


DE vis Wid waedeenbeghs ceGucede eed eee ee 29 Naee EN 
WOM ik cwiceckvdivetscwennwng sean. 
City. . State 
Pa ye ee es ee, ee 
Readers will confer a favor by mentioning THE JULY, 1929 BANKERS MONTHLY when writing to our advertisers ‘ 








To Our 
Banking Friends 


THe CENTRAL HANOVER 
Bank AND Trust COMPANY, a 


merger of the Hanover National 
Bank and the Central Union Trust 


Company of New York, gives the 


same careful and understanding Ccor~ 


respondent service given in the past. 


The business of our banking 
friends will be handled by the 


same oflicers and personnel as be- 
fore and enlarged facilities provide 
even greater accommodations for 


service. 


CENTRAL HANOVER 


BANK AND TRUST COMPANY 


NEW YORK 
14 Offices in 14 Manhattan Centers 
Foreign Representatives in London, Paris, Berlin, Buenos Aires and Sydney 
NO SECURITIES FOR SALE 


CAPITAL, SURPLUS AND UNDIVIDED PROFITS OVER ONE HUNDRED MILLION DOLLARS 


avor by mentioning THE JULY, i929 BANKERS MONTHLY when writing to our advertisers 
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Investment Program 


20% Cash and due from banks 


30% Secondary reserves 


90% Loans and Investment Bonds 


By W. L. PETERSON 


President, State National Bank, Denison, Texas. Formerly a state 
bank examiner, general receiver for all defunct state banks in Texas, 


OANS are temporary _invest- 

ments for a bank. In my opinion, 
the loans of a bank should never ag- 
gregate more than 50% of its total 
resources. This is an investment 
rule which should be adhered to by 
country, as well as city, banks. 

Loans should be highly diversified 
both as to geography and as to 
classes of risks. Even in the case 
of strictly agricultural banks, cer- 
tainly not more than one-half, if 
that much, of the loans should be de- 
pendent on one industry for liquid- 
ation. 

It will be obvious that the one in- 
dustry referred to is farming. Farm 
loans should within themselves be 
diversified. It is generally known 
that one-erop farming is not a suc- 
cess, and that only highly diversified 
farming in the end is sound and 
profitable. 

Remember that a_one-industry 
bank is just like a one-crop farmer. 

With reference to banks where de- 
posits are made up largely from com- 
mercial business and savings ac- 
counts, certainly not more than 15% 
of the loans should be dependent 
upon any one class of industry for 
liquidation. Every banker in mak- 


ing loans should understand how far 
he may properly expand his risk in 


and deputy bank commissioner. 


any given direction, and beyond that, 
regardless of local conditions, he 
should not go under any cireum- 
stances. 

A bank manager should decide 
how his aggregate of loans should be 
distributed, commensurate with 
safety and profit in his particular 
trade territory, and then he should 
be governed accordingly in regulat- 
ing his note ease. He should study 
out a scientific distribution of his 
loans and adhere to this rather than 
allow the pressure of local cireum- 
stanees to foree him into an unwise 
and illogical distribution. 


Investment Program Applied 
To Agricultural Banks 


With strictly agricultural banks, 
where the volume of deposits fluc- 
tuates violently by seasons, it is ob- 
vious that, in order for the invest- 
ment program just recommended to 
be made applicable, the loans should 
not be built up to a higher total than 
50% of the anticipated lowest ebb 
of total resources. 

At first glance it will appear that 
this would be inconsistent for the 
reason that during several months of 
the year when the agricultural bank’s 
deposits are highest, loans would be 


9 


too low for a sufficient operating 
profit to be made. 

On second thought, however, it 
will be manifest that while crops are 
being marketed, and for a consider- 
able time thereafter the banks al- 
most invariably are called upon to 
finance the movement in transit and 
storage of the commodities, and that 
character of local loans to responsible 
parties, where properly margined, 
insured and so on, furnish a splen- 
did medium for investing at a profit 
the temporary funds. — 

Even after placing a reasonable 
aggregate of such idle funds in 
financing commodities, usually dur- 
ing a good liquidating season, still 
more idle money will accumulate 
over and above the amount neces- 
sary to be kept in cash and with 
correspondent banks. It is my 
opinion that advantage should be 
taken of the opportunity to profit on 
those remaining idle funds by invest- 
ing them in their entirety in short- 
time government securities, com- 
mercial paper, call loans and bankers 
acceptances. And as the commodity 
loans are finally liquidated, the funds 
thus released should also be rein- 
vested in secondary reserve secur- 
ities. 

That should be done even if the 








STATEMENT OF THE CONDITION OF ot! 


THE STATE NATIONAL BANK, Denison, Texas 


AT THE CLOSE OF BUSINESS DEC. 31, 1928 









RESOURCES 
ee ree ee ee 


LIABILITIES 


Loans and Discounts 33,256.04 
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73 es 
Loans made non-customers for investment of funds........ 159,250.00 Capital Stock................+-. tenes . oes -- $ 100,000.00 
on —— Farmer — Leance i kisi ou ere 599.16 Surplus and Undivided Profits. . 200,405.76 
otal Loans to Landlord Farmers.............. 2,625.51 . artesiy Divide P ) 
Overdrafts........... BM ic ga sodas sienecsaien 3,034.55 eee ee See 3,000.60 
U. S. Bonds to Secure Circulation....... 100,000.00 Circulation 100,000.00 
Federal Reserve Bank Stock...................-..- 7,500.00 ‘ 
RRMA NO eo ait cn cawunee <aieh 12°001.00 in 
Bank Building CE AEOGN ESSERE NNER aha Eww Rey DS 25,000.00 
wh NT eer ee eee 11,497.16 ge 
Is oi ahaa 6 wad sede at's 1.00 DEPOSITS: Individual. . .$1,723,657.40 . 
Other Assets; including Leasehold Account.......... 1,367.08 Banks. . 425,825.63 gi 
CASH QUICKLY AVAILABLE United States 144,459.42 2,293,942.45 as 
Demand Bills of Exchange secured by Cotton Vi 
stored in Bonded Warehouses (highly mar- 
SSS PI ROR Rie Rei irre NEES $ 90,173.41 
PD NE is ikaw ens aeen ceeenasay 1,000.00 
Demand Loans secured by Peanuts and Cot- bi 
ton stored in Bonded Warehouses (highly . 
SS SRE ORR RRS eta ie 98,595.28 W 
Demand Loans secured by Bonds......... 32,000.00 tl 
a oh | ere 157,500.00 Dividends Unpaid ; 60.00 
I OE INL 6 x vcs csc bvessecansene oe 237,397.57 ite. TS Bk 35.4 ‘ 
I a ne ae 357,228.58 Deposits: U.S. Bonds... 135,800.00 bi 
Denison School Warrants................... 21,369.91 ; or 
Collateralied Call Loans.................... 125,000.00 - 
Cash and Due from Banks.................. 521,001.96  1,641,276.71 Ww 
PRIN TIONING SN oo cad.cccacs25..c10ceccestecaxe 135,800.00 
ME af ARSE ORO AS CR DDE RMS SEP eaRE ERED AS TS $2,833.208.21 TOTAL.... cased $2,833,208.21 I 
a 
e 
Mr. Peterson follows in his own bank the investment formula he recommends here. Note how @ 
he emphasizes the fact that more than half the total resources are in “cash quickly available’. 
ti 
Si 
secondary reserve account shoul ns R Sea eligible for secondarv reserve pur. 
ary should Primary Reserves ary pu n 
temporarily aggregate as high as / poses. t 
50% or 60% of the then total re- (20%) When buying bankers acceptances 
sources. 1. Cash and commercial paper, a_ banker a 
Indeed it is proper and ideal for : i should use discretion. ‘They, like t 
the secondary reserve account of an 2. Due from banks. loeal loans, should be highly diversi- a 
agricultural bank to approach 50% fied, and only prime eligible en- i 
f ps ° 1 
or 60% of its total resources while Secondary Reserves dorsed bankers acceptances and | ¢ 
deposits are abnormally high, and prime commercial paper should be 
loans abnormally low. (30%) purchased. 
By having his temporary surplus A good plan to follow is to have 
. t=) " . ” " 5S . 
OL ON TP A ak J: U. S. Government bonds . cial encieiiiieditiees Sail 
unds invested that way at the peak, : , your principal correspondent ban t 
a banker is in control of the situation, (any convenient maturity) purchase these short-time obligations V 
and is prepared to meet the decline for you. i 
_ 2. Endorsed bankers accept- _ 
in deposits, and take care of the sea- All of us have heard the objection i 
sonal legitimate demand for funds. @NCES to secondary reserves, that the rate | 
s gradually reduces his per- : : 2lass of securities is entirely | 
He thus gradually reduces his per- 3 Prime commercial paper on that class of securities is entirely | 
centage of secondary reserves, and too low as compared to what canbe F 
increases his loans, so that when the 4. Call loans obtained on local loans. It is my ‘ 
low tide in volume is reached, he : steadfast opinion that a bank in the ‘ 
5. Commodity loans, well mar- nth an oe 
can manage to have the suggested : ‘ end will enjoy greater profits by : 
50% of total resources in loans, 30% gined and insured maintaining adequate secondary r F | 
in secondary reserves, and approxi- serves and will inspire a greater > ¢ 
mately 20% in primary reserves. Loans and Investment volume of business, than one which F 
attempts to keep practically all of Fs 
Adequate Secondary Reserves B 1. (5 YA ) : : 2 , f 
q J onus \ 0 /O; its funds invested in loans. | 
‘ ° ® t 
Secondary reserves should consist ll di ‘fied li Local loans may be entirely safe, 
cap 1. We iversified list of Bergged i rey 
of high-grade securities that mature but not necessarily liquid. The 


at par within one year, the only ex- 
ception to this maturity rule being 
United States government obliga- 
tions. United States government 
bonds, endorsed bankers acceptances, 
prime commercial paper, call loans, 
and well-margined commodity loans, 
are securities which are highly 


10 


investment bonds 
2. Collateral loans 


3. Loans supported by finan- 
cial statements 


4. General list of loans, se- 
cured and unsecured 


may be made to a splendid single | 


elass of industry, but not properly 
diversified. A technically well-bal- 
anced and sound investment policy 
recognizes all of these factors. 

A desire to make larger profits, and 
the pressure of local conditions 
should not influence any banker t 
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place his institution in any condition 
other than a thoroughly liquid one. 

An astute, strong-thinking banker 
will always be found with a large 
amount of liquid securities on hand. 

An unthoughtful and unscientific 
banker will always be found loaned 
up to the very maximum, and he is 
almost certain to have a large amount 
of frozen paper. 

I have come to the conclusion that, 
in practically every instance, the 
general condition of a bank at any 
given time is the result of its man- 
agement, and not the result of pre- 
vailing conditions or cireumstances. 

As a matter of fact, the banking 
business has advanced to the point 
where any keen banker can glance at 
the financial statement of almost any 
bank and tell whether it is under 
good management or poor manage- 
ment. A bank statement is an ev- 
idence of either good or poor man- 
agement, and is not necessarily an 
evidence of good or bad loeal finan- 
cial conditions. 

The banker who now is not main- 
taining an adequate secondary re- 
serve account is operating a 1915 
model instead of a 1929 model insti- 
tution, 

Usually the banker who will argue 
against a liquid secondary reserve is 
the same banker who will argue 
against the necessity for maintain- 
ing up-to-date credit files in support 
of his loans. 


Investment Bonds 


I have known bankers in agricul- 
tural towns in the Fall of the year, 
when deposits were at the peak, to 
invest practically all their temporary 
idle funds in diversified investment 
bonds, with the idea in mind that as 
the funds were needed in the spring 
and summer, the bonds would be 
sold off. In my opinion that is un- 
sound and unscientific investing. 

It is true that well-selected and 
highly-diversified bonds have a very 
definite place in the investment pro- 
gram of a bank, but that class of 
securities should not be purchased 
to temporarily employ surplus funds. 

Instead, investment bonds should 
be purchased with staple funds not 
likely to be needed in the ordinary 
conduct of a bank’s commercial 
business. From 25% to 35% of the 
savings deposits of a bank may well 
be invested in high-grade well-diver- 
sified bonds. 

There are numbers of banks whose 
deposits remain approximately the 
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‘“P HAVE come to the con- 
clusion that in practically 
every instance the general con- 
dition of a bank at any given 
time is the result of its man- 
agement, and not the result 
of prevailing conditions or 
circumstances.” 


same the year round, in some of 
which cases the local demand for 
money from desirable borrowers is 
not sufficient to enable the banks to 
maintain well-diversified loans up to 
the suggested 50% of total resources. 
That is true at Denison, my home 
town, and other towns to my knowl- 
edge. 

Where such a condition prevails, 
I would recommend that sufficient 
high-grade investment bonds be pur- 
chased to keep the total of loans and 
investment bonds up to the suggest- 
ed 50% of the total resources. From 
that standpoint, 5% to 25% of the 
total resources may well be invested 
in bonds. It is desirable to hold 
down the aggregate of loans so as to 
allow for a sizable bond account. 

This form of investment is recom- 
mended for this purpose, because, 
normally, investment bonds afford a 
higher average yield than ultra-short 
time securities. I do not advocate 
that investment bonds be purchased 
to form a part of the 30% secondary 
reserve account, but only to form a 
part of the 50% of total resources 


suggested for loans. (Please recall 
that it was heretofore suggested that 
securities purchased for the seeond- 
ary reserve account should mature 
at par within one year, with the one 
exception of government bonds. ) 

In purehasing investment bonds, 


a banker should use utmost eare. He 
should not buy at random from 
‘*fair weather’’ salesmen. Your 


correspondent banks will offer you 
assistance in 


every helping you 
kuild up a well-balanced bond ae- 
count. They will recommend high- 


class security investment houses with 
whieh you may deal with safety. 

It is a splendid idea for every bank 
having a bond account to periodically 
submit a complete list, giving not 
only the name of the bond but the 
maturity, rate, ete., to city corre- 
sfpondent banks and responsible in- 
vestment for an analysis. 
Sueh an analvsis when intelligently 
made is invaluable to a bank when 
dealing with its problems. 

An investment bond list should be 
highly diversified as to class, usually 
as follows: 

25% rails. 

20% to 35% utilities. 

10% to 25% industrials. 

15% municipals. 

10% foreign. 

Diversification should be had as 
to maturity, though I think it is a 
good plan to give preference to three- 
to fifteen-year maturity bonds, and 
that a large majority should ‘be 
listed on the New York Stock Ex- 
change. 


houses 


Real Estate Loans 


As a general rule, it is my belief 
that country banks should not make 
loans against real estate. ‘As a mat- 
ter of fact, I do not think that de- 
mand deposits at any time should be 
invested in real estate loans. In 
cities of 10,000 or over, where a bank 
has a large savings department, how- 
ever, 25% to 35% of such savings 
deposits can, with safety and profit, 
be invested in diversified city real 
estate loans. 

Too many of these loans should 
not be concentrated in one city. 
Such loans should provide for period- 
ical reductions, either in the form 
of monthly, semi-annual or annual 
payments, and in no ease should a 
loan of this character be made unless 
the appraisal committee has fully 
determined that, at a cash sale, the 
property would bring at least twice 
the amount of the loan. 
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Banking Atmosphere 


How To Make It Homelike 


A discussion based upon the building of 
The First National Bank of Davenport 


By W. J. SMITH 


Of Childs & Smith, Architecis, Chicago 


HERE is a growing tendency 

towards creating a home-like at- 
mosphere in banks and this, I believe, 
is a splendid thing. 

It is likely to make people enjoy 
coming into the bank and, of course, 
the object of every banker is to have 
his customers come into the bank 
just as often as possible. 

The pictures reproduced on these 
two pages show how a home-like at- 
mosphere was created in the build- 
ing of the First National Bank of 
Davenport, Iowa. 

The first picture shows the build- 
ing entrance. The two features that 
are outstanding in this entrance are 
the chandelier and the ceiling. The 
chandelier is created in a design sug- 
gestive of hominess. The ceiling is 
a combination of plaster mouldings 
and various colored paints. 

















The building entrance of the First National Bank 


of Davenport. 


Note particularly the beautifully- 


designed ceiling which is worked out in artistic color 


combinations. 


Parlor furniture gives a pleasant home-like atmos- 
phere to the waiting room of the safe deposit vault. 


Perhaps the waiting room for the 
safe deposit department is most 
typical of the homey atmosphere. In 
the photograph reproduced here, you 
see the parlor furniture and the 
home-like lighting fixtures. 

The interior of the bank is light 
and airy, the chandeliers do not have 
the commercial flavor and the artis- 
tically-draped windows go a long 
way towards making every one who 
enters feel comfortable. 

Along the walls are light brackets 
with the home type of shade. Cone 
fortable seats are found at intervals 
in the center of the lobby. The eeil- 
ing is brightened with colors and the 
floor is attractively designed with 
marble and tile used as the materials. 

The doorway has inspired a great 
deal of favorable comment. The 
sculpturing above the arch was ex 
ecuted by one of the country’s most 
famous sculptors. The bronze patt 
contains a great deal of fascinating 


BANKERS MONTHLY JULY 19% 


Se ea ae, 


———— 
Ae RT 











the 
most 
In 
you 
the 


ight 
have 
rtis- 
long 
who 


kets 
Jon- 
‘vals 
ceil- 
| the 
with 
jals. 
reat 
The | 
a | 
nost 
part 
ting 





1929 














A banking room like this one of the First National 
Bank of Davenport, Iowa is soon accepted as a 
community monument. It is designed to make all 
who enter feel comfortable and at ease. 


; 
3. 


) 
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This is an unusually-elaborate door- 
way. The architects were able to have 
it cast by a bronze company at an ex- 
ceptionally economical figure. It is a 
cordial invitation to all who pass. 
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detail. It is something to be studied 
again and again. An illustration of 
some of its detail is the reproduction 
of one of the side panels, one half 
of which appears on this page and 
one half on the page opposite. 

Such a design as this is bound to 
give a distinetive character to the 
entrance of the building and this, of 
course, is particularly valuable. 

The picture in.the cirele shows a 
rear view of the cages and illustrates 
the modern type of clear visibility. 
The wicket shown in this picture is 
typical and illustrates the intimate 
contact possible between teller and 
customer. 

In times past, there has been a 
great divergence in design between 
homes and public buildings. The 
modern demands of business are nar- 
rowing this divergence. 

Now, that business most patronized 
is that which is most human, and this 
humanness is expressed to the casual 
customer by designs of offices and 





Clear visibility is the modern method of build- 
ing bank cages. Each teller can see all the 
other tellers and cooperation is encouraged. 


buildings that have more nearly the 
effect of home designs. The soft 
light and the artistic shade are typ- 
ically home characteristics. 
Hominess in bank atmosphere is 
creating more interest in banking 
among depositors and these pictures 
show some of the modern means of 


securing this atmosphere. 


This building was designed by 
Childs & Smith, Architects 


The strip on this page 
and on the page opposite 
reproduces the detail of one 
of the panels which appear 
on either side of the bronze 
doorway. 








The stockholders have occasion to point out their bank because its 





architecture makes it prominent by day, and floodlights make it the 
most attractive building in Port Huron at night. 


ur 


Stockholders Work 


We operate a very definite plan to encourage and 
help our stockholders to secure new accounts for 
their bank. It is a plan easily adapted to any bank 


— bankers tell me that it is 

impossible to get their stock- 
holders to do anything for the bank. 
I am hoping that an account of our 
plan will make it seem possible to 
secure some cooperation, for the plan 
is Simple and it has worked for us. 

The first idea in our plan is to 
keep our stockholders thinking about 
the bank and thinking about it as 
their bank and thinking about its 
growth as their responsibility. 
Naturally, we hold out to them the 
possibility of increased returns on 
their stock. 

In order to have as many oppor- 
tunities as possible in the course of 
the vear to keep this important mat- 
ter before stockholders, we pay div- 
idends every two months. Accom- 
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By S. A. GRAHAM 


President, Federal Commercial Savings Bank, 
Port Huron, Mich. 


panying each dividend is a letter 
making some suggestions and giving 
some encouragement or reporting 
something about the growth of the 
bank. 

By paying dividends every two 
months, we have six opportunities, 
at least, in the course of the year to 
talk with our stockholders by mail. 

As an illustration of what we say, 
I quote here from a few of these let- 
ters. The first letter written about 
two years ago, read as follows: 

‘*Herewith dividend check for $2 
per share of stock. 

‘*Many of our stockholders talk to 


their friends and acquaintances about 
our bank, and ask them to do their 
banking business with us. Your 
bank gets much business in this way. 
These, we wish to thank. A few of 
our stockholders do not keep their 
bank in mind at all times and over. 
look speaking a good word for it— 
these, we wish to urge to remember 
their bank and speak to their friends 
and acquaintances abont it, espe 
cially to newcomers to our city. 

‘‘The stockholders own this bank 
-—the more deposits the bank gets, 
the more valuable your stock be- 
comes. 

‘‘Your bulding committee is giv- 
ing attention every day to some 
phase of our new building—more in- 
formation later.’’ 
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In a letter written Deve.uber 
ist, 1927 this paragraph was used. 

“We urge you, as stockholders 
and owners, to cooperate with us. 
As we have said before, this is 
your bank and your dividends de- 
pend upon its success. We invite 
and expect your 
Many of our best customers have 
hen brought to us by our stoek- 
holders and this helps a lot.’’ 

We believe that stockholders not 
only should be urged to help the 
bank, but should be complimente | 
whenever opportunity offers. Ac- 
cordingly, in the letter of April 
llth, 1928, the following para- 
graphs were used : 


cooperation. 


“Enclosed herewith you will 
please find dividend check for 
extra dividend of $1 on each share 
owned by you. 

“Tt is very gratifying at this 
time to eall your attention to the 
fact that your bank has grown 
steadily and substantially through- 
out the past year. The growth, in 
fact, has been larger than that of 
any other banking institution in 
Port Huron. When 
one considers that 


The Plan For 
Getting Work 
From Stockholders 


1. Dividends are paid every 
two months 


2. Dividends are accompanied 
by letters 


3. Stockholders are told that 
new business means more div- 
idends 


4. Stockholders are continu- 
ally asked to secure new 
accounts 


5. Employees serve an annual 
dinner in the bank lobby for 
stockholders 


6. Stockholders are invited to 
discuss problems of expansion. 





we have been build- 
ing a new home and 
have obliged 
to do business on a 
side street, it is cer- 
tainly a fine testi- 
monial of the confi- 
dence the publie has 
in your institution 

‘We think much 
of the eredit is due 
our stockholders for 
their splendid co- 
operation in helping 
to bring business to 
this bank.’’ 

After we entered 
our new building, we 
conducted a new busi- 
ness contest and en- 
gaged the stockhold- 
ers along with the 
employees in this 
work. In sending the 
dividend cheek dur- 
ing the time this eon- 
test was in operation, 
we used the follow- 
ing paragraph : 

“We are pleased 
to say that the new 
building is fully up 


been 





gress in our new home. We have 
been engaging in a business-get- 
ting contest, which is now on and 
which you know about. It is this 
sort of thing that helps pay div- 
idends and adds to the suecess of 
your bank, and we will be pleased 
to have your 
help.’’ 

In reporting the result of this 
contest, which brought two and 
one sixth times the amount of de- 
posits set as the goal, we reminded 
our stockholders again as follows: 

‘“*Many of our stoekholders 
brought in a considerable number 
of new customers. As we have 
stated so many times, this bank is 
owned by the stockholders, and 
when they bring in any new eus- 
tomers, they just make their stock 
that much more valuable.’’ 

We believe that it is important 
for our stockholders and em- 
ployees not only to know each 
other but to get into the habit of 
cooperating with each other and 
to understand the part in the 
growth of the bank each ean fill. 
Consequently, we 
have our. annual 
stockholders’ meet- 
ing in the lobby of 
the bank and the 
employees serve a 
banquet to the stock- 
holders. 

Not only are re- 
ports given at this 


cooperation and 


meeting but also 
matters of general 
interest to stock- 
holders are brought 
up and_ diseussed. 
For example, just 


recently ‘the diree- 
tors had in mind the 
installing of a fur 
vault. A good many 
of the directors were 
not sure that it 
would be a_ good 
thing. They thought 
that it would be dif- 


ficult to rent suffi- 
cient space to make 
it pay. The plan 
probably would not 
have been earried 
out had it not been 
for the fact that 


this subject was pre- 
sented to the stock- 


to our expectations, holders who voted 
and that we are Such an attractive entrance as this is an inspiration in itself and helps to install the fur 
how; » wonderfully in encouraging stockholders to recommend friends to visit i 

Showing fine pro- the bank. vault. 
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_—— one bank president : ‘‘ Don’t 
talk to me about plans for increas- 
ing our savings deposits. If I had 
this bank to organize over again, I’d 
have no savings department.”’ 

Said another bank president, ‘‘I’d 
rather have one dollar in the savings 
department than two in the commer- 
cial department. When I get all the 
servant girls in town banking here, 
the millionaires will come in of their 
own accord.’’ 

Those two men were heading 
banks in the same city, less than ten 
blocks apart, with practically iden- 
tical total resources, in similar build- 
ings. Their salary lists and general 
overhead must have been about the 
same. Each had been the organizer 
of his bank and its chief executive 
for about the same number of years 
as the other. Both were keen bank- 
ers, nationally known as successful 
chiefs of big metropolitan institu- 
tions. 

How can one account for their 
diametrical opposition on an impor- 
tant banking question, except by ad- 
mitting that it is not a simple ques- 
tion? This at least may be said with 
some assurance, that not all savings 
departments pay equally well and 
that not all bankers know exactly 
whether their savings departments 
are paying or not. 

How do you charge salary over- 
head in your bank? Is it prorated 
between savings and commercial de- 
partments on a per dollar ratio or 
based on the larger demand for 
skilled banking talent that one of 
them makes? 

How do you allocate rent, light, 
heat, telephones, janitors and other 
general running expenses? 

How do you prorate charge-offs on 
commercial loans? On bonds and 
mortgages such as a savings bank 
might purchase? 

How do you divide and allocate 
expense for advertising the bank as 
a whole? How do you allocate rev- 
enue from discount department, se- 
curity portfolio, call loans, interest 
ou deposited funds? 
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Does Savings Business Pay? | 


Yes. if properly audited, properly treated and economically obtained 


By G. PRATHER KNAPP 


Answer These Questions 


If in doubt as to how well your savings depart- 














TE 





ment pays, get the answers to these ten questions. B 
Send them (in strict confidence) to THE Se 
BANKERS MONTHLY and watch for the article 
in a later issue which will suggest improved 
methods for the savings department. Re Tier 
1. What was your average gross total of savings deposits for 
the year 1928? $—————-— 
2. If segregated for investment, what was your gross return 
on this money? $——-——-—— 
3. If not segregated, what was your gross return on assets 
similar, in a general way, to savings bank investments? ' 
4. What were your direct charges to the savings department for: 
a. Full time savings officers?) $—————— t 
b. Full time savings employees? $——-———— l 
ec Ineast? §$-————— t 
d. Advertising? $—————— 0 
e. Equipment and supplies? $———-——— 0 
f. Other direct and exclusive savings expense? $——— | 
5. What pro-rated overhead items were charged to savings and ( 
in what proportionate amount? Amount Percent of Total a 
a. Official salaries $— , 
b. Rent and building upkeep $— — - 
c. Miscellaneous overhead $—— — - ' 
6. How were these percentage distributions of overhead to ' 


savings arrived at? 


7. Give: 
a. Total savings accounts opened during 1928. ——— 
b. Total savings accounts closed during 1928. ——— 
Cc. Lng number and amount of savings deposits during 
d. Total number and amount of savings withdrawals 

during 1928. —————— $§—————— 
8. How many accounts opened during 1927 are under $50 as 
of this date? 9 —————— 

9. How many accounts opened during 1928 are under $50 as 
of this date? —-——-—_—-— 

10. What is your total number and total balance of savings 


accounts under $50? 


The method of figuring profit or loss from this tabulation is obvious. Answers 7 to 10 will 
check the efficiency of your advertising and indicate the extent of healthy popularity your sav- 
ings department is enjoying. 


not i a i oe oe (ae he ee eee 


Unless all these questions are 
answered from the viewpoint of a 
corporation which figured on buying 
your savings department and operat- 
ing it independently as a straight 
savings institution, how do you de- 


cide from year to year what profits 
or losses your savings department is 
netting? 

But let us suppose you do know, 
to your own satisfaction, what share 


(Continued on page 45) 
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Policies That Increase Profits Through 


Bond 


and Trust Operations 


COMMISSION PROFIT MARGINS 


TOTAL eS bal DOLLARS a YEARS _ 


By H. N. STRONCK 
Senior Partner, H. N. Stronck & 
Co., Consultants to Banks 

and Bankers 


HE period of 


diminishing _re- 
turns in purely com- 
mercial banks, and 


the general tendency 
of enlarging the scope 
of service among all 
banks, has led some 
of them to organize 
activities whose source 
of income was other 
than from interest 
and discount. 

In order to make 
possible and to en- 
courage such activ- 
ities on the part of 
national banks, 
which, up to that 
time, represented the 
largest aggregate of 
relatively pure com- 
mercial banks, the 
National Banking Act 
was amended in 1927. 

The two major 
types of operations organized for 
this purpose are: 1. Bond or in- 
vestment departments, 2. Trust de- 
partments. 

This diseussion will be limited to 
the types of bond and trust opera- 
tions that are usually organized as 
departments of commercial banks. 

Some bond operations are organ- 
id under a separate corporate 
structure, but when these are affil- 
lated with and physically merged 
with the other banking departments, 
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there is no essential difference in op- 
erations, outside of an income from 
their own invested capital, which in- 
vested capital aids it to finance its 
‘*inventory.”’ 

If the bond operation is a depart- 
ment of the bank, its ‘‘inventory’’ is 
earried by the bank’s funds. 

Some of the major reasons for the 
development of bond departments in 
banks are: 

1. For a well-balanced banking 
structure there is a need for the de- 


from interest and dis- 
count to inerease the 
profits‘of the bank. 

2. To furnish ecus- 
tomers with a real 
service on investments 
and protect them 
against highly-specu- 
lative and unwise in- 
vestments. 

3. To make a 
profit for the bank, 
rather than for an 


outside security-sell- 
ing organization, on 
deposit withdrawals 
from the bank, which 
monies are flowing 
into security chan- 
nels. 


Most bankers now 
admit that when a 
savings account has 
reached a ‘‘built-up’’ stage, prob- 
abilities are that at least part of this 
account will be withdrawn for re- 
investments in a form which will 
yield more than savings interest. If 
the bank does not sell securities to 
such a depositor, someone else will. 
Sound bond departments, both 
from the point of view of the cus- 
tomer and of the bank, are founded 
upon the following two principles : 
1. Purchase only real investment 
securities for resale to your cus- 


17 















The test in selection is 
not size of commission profit, but, 
‘‘would we purchase this same 
security for the investment aec- 
count of the bank?”’ 

2. Obtain low cost of distrib- 
ution. This can be done only by 
the development of a large over- 
the-counter business through the 
cooperation of all of the officers 
and department heads. Every- 
one should be a bond salesman. 
When the bulk of the sales are 
made by full time bond sales- 
men, the cost of distribution is 
high, and there is a_ natural 
tendency to sell bonds with a 
high rate of commission profit 
and, unfortunately, usually the 
higher the commission rate the 
lower is the quality of the seeur- 
ity. 

A bond department founded 
and developed in aceordance 
with these principles is an ‘‘in- 
stitutional’’ department and is 
characterized by a low sales cost 
per $1,000 of securities sold, and 
relatively few full-time 
men. 

The bulk of sales are made 
without cost to the bond depart- 
ment by officers of other depart- 
ments and to customers of other 
departments of the bank who 
have been cireularized on a 
‘*seleeted list’’ basis. 

A ‘‘free lanece’’ bond depart- 
ment is one where the condition 
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Bond Departments 
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Advantages of 
Institutional 


Prevent savings funds from 
going to another bank for in- 
vestment. 

Secure low cost of bond distri- 
bution. 

Make more profit for the bank. 
Every bank officer serves as a 
salesman. 


Advantages of 
Trust 
Departments 


If well managed, they develop 
a substantial operating profit 
ratio. 

Their profit rate is more stabil- 
ized than the rate of other 
departments. 

They develop deposit funds for 
the banking departments. 
They furnish an additional 
source of customers’ contact 
through which other depart- 
ments benefit. 


TRUST DEPARTMENT 


PROBIATE 
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RUISTS 
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TRUST OFFICER 
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DIRECTORS’ COMMITTEE 
FOR APPROVAL OF THE 
TRUST INVESTMENTS 


OFFICERS 


TRUST INVESTMENTS 


ASST. | SECY. 
RECORDS 


ANALY S!S 


TS 


ANALYSIS OF 
SECURITIES IN 
TRUST HOLDINGS 


is reversed, that is, a high Selling 
cost is encountered because prae. 
tically all sales are made by fy}. 
time salesmen, and there exists 
little or no cooperation between 
the officers of other departments 
and the bond department. 

It is needless to say that ay 
‘*institutional’’ department has 
by far the greatest operating 
profit ratio, and hence banks 
should strive to develop their 
bond departments along ‘* insti. 
tutional’’ lines. 

The only real source of income 
and profit of a bond department 
is the commission income op 
securities sold—ealled the ‘‘trad. 
ing profit margin.’’ In purehas. 
ing securities for re-sale it is 
therefore, important that the fol. 
lowing points be observed: 

1. Purchase securities of a 
type for which there is a demand 
from the customers of the bank 
or for which it is certain that a 
demand ean be created. 
selection, safety of principal, 
yield, and degree of marketabil- 
ity must be considered. 

2. Purchase 
which the commission, or *‘trad- 
ing profit ’’ margin is sufficient t 
make the sale profitable to the 
bank. Securities with a small 
margin must be of a_ nature 
which can be quickly ** turned” 
at a small selling expense. 


securities on 


(Continued on page 42 


FISCAL 


SECRETARY 
BOGKS  STEINO. _ SAIFE- 
& MIISCL. KEE PING 


OFFICE 


$s. 
WEST - 


ANALYSIS OF TRUST 
TRUST HOLDINGS | |MENT RECORD 





BANKERS MONTHLY JULY 1% 









~ TE aSRRCpIR ESSN 


L 
¢ 


ne 


In this } 









ling 
Trae. 
full. 


Kists 


~ cen aT 


vee 
ents 


t an 
has 
iting | 
anks | 
their 
insti. 


come 
ment 
> On 
trad- 
chas- 
it is, 
e fol. 


of a 
mand 
bank 
hat a 
n this 
cipal, 
tabil- 


; On 
‘trad- 
ent t 
to the 
small 
nature 
rned” 


——_ 


FE- 
PING 


ODIAN 


7 


"LY 1929 














Receives Ex. 





No. ] 












Los Angeles, California 






Cannery 


to BANK OF ITALY, N.T.& S.A.,Los angeles, California 


SS 3 Soe ax 
: eames eee eas Se : ae 


|AWRENCE WAREHOUSE ©MPANC 


ORIGINAL Ses0vs NO 


FOR STORAGE IN Burbank 


FOR ACCOUNT OF AND TO BE OLUVERED UPON WRITTEN ORDER WITHOUT BSURMEMDER OF THs RECEOT 





a a 


P-16757 


—s . oe = 5 a MRAASL OFUVER 
ase 2 



























_-~ ~ 





ceipts, releases and balances all together. 


Receipts As Collateral 


Trust Receipts—Doubtful 


Warehouse Receipts—Safe 


WAREHOUSE receipt is the 
instrument issued by a person 

or corporation engaged in the storage 
of goods for profit, whereby receipt 
of the goods is acknowledged and a 
promise made to deliver to the party 


entitled. A trust receipt is a paper 
whereby the person executing it, 
generally the borrower, states that 


he holds the goods on behalf of the 
creditor, normally a bank, and 
further agrees that any proceeds 
from the sale of the goods shall be 
paid to the bank. Which best serves 
the banker ? 


Warehouse Receipts May Be 
Re-discounted 


The first advantage of a 
house receipt which should appeal 
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ware- 


By ALVIN C. REIS 


Attorney, Lawrence Warehouse Co., 
San Francisco 


to the up-to-date banker, is that 
paper backed by warehouse receipts 
is eligible for re-discount at federal 
reserve banks. Trust receipts, on 
the other hand, are not accorded any 
consideration in the federal reserve 
rulings. 

The importance of this re-discount 
element rests in the fact that it opens 
up a line of acceptance credit. Ac- 
ceptance credit is not only desirable 
from the bank’s point of view, but it 
gives to the borrower the lowest rate 
in the money market which a time 
borrower can obtain. The Federal 


Reserve Board has gone to consider- 


A new type of warehouse receipt affording the holder a convenient method of keeping re- 


able extent in recognizing the merits 
of warehouse receipts and has sane- 
tioned the use of warehouse receipts 
as a basis for bankers’ acceptances. 
Ruling XILI—E, 418 of the Fed- 
eral Reserve Board reads as follows: 
‘A dock company wishes to finance 
the storage of coal on its own docks. 
lt leases a portion of its docks to an 
independent warehouse company, 
which will have exclusive possession 
and control of the leased premises. 
The storage company will issue ware- 
house receipts against coal delivered 
by the dock company and stored in 
the Under these 
circumstances, the board rules that 
the warehouse receipts may properly 
be used as the basis of a banker’s 


leased premises. 
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acceptance transaction, 


ber banks and for discount by 
federal reserve banks, pro- 
vided the acceptances comply 
with all other pertinent pro- 
visions of the law and the 
board’s regulations.’’ 


Warehouse Receipt is 
Negotiable 


Warehouse receipts may be 
made negotiable, whereas the 
trust receipt lacks all charac- 
teristics of negotiability and 
becomes merely a dead piece 
of script in the _ banker’s 
hands, insofar as his ability to 
transfer it by endorsement is 
concerned. 


Gives Independent 
Custodianship of the Goods 


Perhaps the paramount ad- 
vantage of the warehouse re- 
ceipt is that goods covered by 
a lawful warehouse receipt 
issued by a bona fide ware- 
houseman are in the care 
of an independent custodian, 
which has no interest in the 
merchandise other than to 
guard it for the true owner. 

On the other hand, under 
a trust receipt, the goods are 
in the complete control, as a 
matter of fact, of the borrow- 
er himself, who has the most 
intimate: interest in their dis- 
position. The temptation is 
always present to substitute 
goods and to ineur shortages. 

By the very terms of the 
trust agreement the borrower 
is ordinarily permitted to sell 
from the stock at his discre- 
tion. For all matters of count 
of merchandise, accounting 
for goods disposed of and 
stocks on hand, the bank must 
accept the word of the bor- 
rower, who must confess his 
own wrongdoing if any irreg- 
ularity has occurred. 


In contrast, where warehouse re- 
ceipts are utilized, the control is 
constantly in the bank’s hands, for 
it is fundamental in warehousing 
practice that no goods ean be re- 
leased from the warehouse without 
the consent of the holder of the ware- 


house receipt. 
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provided 
they convey and secure title to the 
holder and, since coal is a readily 
marketable staple, that bankers’ ae- 
ceptances secured by such receipts 
are eligible for acceptance by 


The bank at all times is thus kept 
acquainted with the situation and is 
assured that no goods are being dis- 
posed of until it has authorized the 
disposal. The bank is not foreed to 
view the situation retroactively, after 


Advantages of 
Warehouse Receipts 
In Contrast With 
Trust Receipts 


1. May be rediscounted 


2. May be used as basis for 
bankers’ acceptances 


3. Are negotiable 


4. Give independent custodian- 
ship of the goods 


5. Liability of the warehouseman 
is clear 


6. May be used as security for 
personal loans 


7. Are standardized instruments 
8. Have strong financial backing 


Six Weaknesses of 
Trust Receipts 


1. Can be used only where legal 
title is passed from a third person 


2. Are uncertain, little known 
pieces of paper 


3. Are hybrid in their legal con- 
ception 


4, Are susceptible to varying in- 
terpretations 


5. Are weak forms of evidencing 
collateral for a loan 


6. Bank must trust credit and 
integrity of borrower 


the disposal has been made. Fur- 
thermore, there is no incentive on 
the part of a warehouseman to sub- 
stitute collateral or to allow the col- 
lateral to become short, because such 
acts not only carry no motive for 
the warehouseman but also open up 
liaiblities upon the warehouseman 


which he cannot escape in any way 


Liability of the Warehouseman 


is Clear 


The warehouse receipt carries q 
strict and clear obligation under the 


Uniform Warehouse Receipts 
Act. This obligation is no 
only a civil obligation fo, 
damages but, in many ip. 
stances, involves an emphatie 
criminal penalty. 

The liability of the person 
who has given a trust receipt 
is a confused and even anoma. 
lous thing, certainly from a 
legal point of view. Ordina. 
rily, a person holding in trust 
is a trustee, which connotes 
that he has the legal title 
(though in trust) and is gov. 
erned by the ordinary law of 
trusts. Under the trust re. 
ceipt, however, as we are now 
using that term, the so-called 
trustee is not a trustee in that 
he does not have legal title, 
but on the contrary all the 
decisions recognize that the 
legal title is in the bank, for 
purpose of security, and the 
law of trusts apparently does 
not control the transaction 
but rather it seems to be mere- 
ly a matter of contract be- 
tween the parties. 


The warehouseman, on the 
other hand, who has received 
goods and issued the ware- 
house receipts is liable not 
only on this contract but is 
subjected to severe criminal 
penalties for misfeasance. A 
warehouseman, for instance, 
delivering goods without the 
surrender by the holder of 
the receipt, if the receipt is 
negotiable, is guilty of a crim- 
inal offense punishable by 4 
$1,000 fine and a year’s im- 
prisonment. 

This is a provision of the 
Uniform Warehouse Receipts 
Act which is the law in almost 
every state in the Union. 

In the statutes, however, 
relative to trust receipts, we 
ean comb the books of the 


country and find practically no pro- 


To the knowledge of the 


writer there are only two states 
which have written in a_ specific 
penalty for misappropriation of 
goods by a person who has executed 
a trust receipt. 


Those states are 


(Continued on page 47) 


BANKERS MONTHLY JULY 1929 


‘ 
i 
' 


oe 


aia lena 





omer 





wa y, 


nan 


es g 
r the 
2elpts 
S not 
l for 
y ip. 
hatie 


€Tson 
-ceipt 
10ma- 
Om a 
‘dina. 
trust 
notes 
title 
} gov. 
AW of 
it re. 
> now 
-alled 
| that 
title, 
1 the 
t the 
c, for 
1 the 
does 
ction 
mere- 
t be- 


n the 
eived 
ware- 
» not 
ut is 
minal 
», A 
ance, 
t the 
“¥ of 
ipt is 
erim- 
by a 
$ im- 


f the 
-eipts 
Imost 
he 

rever, 
Ss, we 
F the 
) pro- 
f the 
states 
vecific 
n of 
euted 


3 are 


r 1929 








| 


i 





Bandits Stopped By Gas 


What bankers should know about this ‘ 


method of frustrating bandit attacks 


By B. C. GOSS, Ph. D., D. S. M. 


Ex-Lieutenant-Colonel and Chief, Chemical Warfare Service, Second American Army, A. E. F. 


E thought that the end of the 

war marked the final termina- 
tion of our dealings with chemical 
warfare. In reality, it was merely 
the end of the first state of its de- 
velopment. 

What is needed by our legislators, 
our bankers, our law enforcement 
executives and the general public is 
education in the real meaning of 
“chemical warfare gas.’’ 

There are known at the present 
time over 150,000 separate and dis- 
tinct chemical compounds, each one 
of which has its own specific prop- 
erties, as different from the other as 
sugar is from vinegar. 

When seeking a certain chemical 
for warfare use to secure a cer- 
tain result, we can foretell from 
the atomie structure about what the 
general effect of any particular 
chemical is likely to be. It may in- 
terest you to know that the toxic 
qualities of these chemicals are con- 
firmed by testing on tadpoles, mil- 
lions of which are used every year. 
Taking into consideration the weight 
of the tadpole as compared with that 
of a human being, the toxie effect is 
very nearly the same. 


Three Kinds of Warfare 


Chemicals 


Chemicals for warfare use are 
divided into three main groups dis- 
regarding, for the moment, those 
which may produce smoke, liquid 
fire or white-hot, molten metal. 

In the first group we may con- 
sider those which are deadly but 
non-persistent. This means that, if 
a high concentration of one of these 
chemicals is placed on a certain area, 
anyone taking a single full breath, 
unless protected by a proper mask, 
would probably die in a relatively 
short time. With such chemicals 
our own troops could enter that area 
a half hour later in perfect safety 
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Advantages 


of Gas 


1. Completely disables vic- 
tim but without permanent 
injury. 
2. Does not need to be 
aimed. 


3. The crook fears it more 
than a gun. 


4. He cannot avoid it. 


under normal conditions. Phosgene 
is a common example of this class. 
The second group we can call 
deadly and persistent. With this 
type it is not necessary to produce 
high concentration. In fact, the 
value of chemicals of this sort often 


depends upon the inability of the 
enemy to recognize the presence of 
any gas at all, continuing the oeeupa- 
tion of an area and breathing a low 
concentration for several hours. As 
a result, many would later die or 
Spend months in hospitals. This 
type of chemical often renders an 
area dangerous for a week. Its 
most common example is mustard 
gas. 

The third group may be described 
as persistent but non-poisonous and 
the chemicals in this class are gen- 
erally effective in very low concen- 
trations and last a long time. Hun- 
dreds of chemicals belong to this 
group and they may affect the eyes, 
nose, throat or skin, causing intoler- 
able pain where troops are not pro- 
tected by efficient masks. 

It is this last group in which we 
are particularly interested for peace- 
time protection against the bandit, 
for so-called ‘‘tear gas’’ belongs to 
this class. The term ‘‘tear gas’’ is 
widely and often incorrectly used 
since, to most people, it means some 
definite chemical. This is not at all 
the case. Each year has seen im- 
portant new developments in the va- 
rious gases coming under this group- 
ing and the best product of a year 
or two ago is rendered obsolete by 
the perfection of more effective 
chemicals or methods of use today. 


Crook Fears Gas 


The modern banker or law en- 
forcement executive is just beginning 
to realize that the average crook or 
bandit knows much more about ma- 
chine guns, shot guns, and revolvers 
than the average banker or police- 
man and therefore has little to fear 
from them. 

Quite the opposite is true of chem- 
ical warfare materials because the 
crook does not know where ‘‘ chemical 
warfare gas’’ is coming from, how 
long it will take to overpower him or 
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what terrible and incapacitating ef- 
fect it may have upon him. 

To criminals, the words 
‘‘chemical warfare mean a 
slow and horrible death and conse- 
quently the psychological effect is 
fully as great as the actual result 
physiologically. But this actual ef- 
fectiveness is scarcely realized by the 
banker or anyone else who has not 
experienced exposure to the most 
modern gas, which utterly disables 
the strongest man temporarily vet 
produces no permanent injury and 
has no after effects of any kind. 


most 


fas 


Gas is All-Pervading 


The modern ‘‘chemical warfare 
was’? device makes a machine gun 
look like a bow and arrow. Where 
a machine gun has, let us say, one 
hundred effective bullets for use in 
a given time, the new ‘‘chemical war- 
fare gas’’ shell discharges literally 
bullets in the 
form of blinding, choking, or sneez- 
ing molecules. Unlike lead bullets, 
these chemical molecules are not re- 
quired to travel in straight lines but 
can go around corners, down stair- 
ways, behind trees, or over partitions 
to reach their victims. It is not even 
necessary to see the opponent in or- 
der to reach him and put him to 
flight or incapacitate him with this 
modern method. 


millions of chemieal 


For practically form of 
property protection, there is today 
a ‘‘chemical warfare gas’? method 
far more effective, far more humane, 
and far more desirable than bullets 
or alarms. 


every 


An attempt at daylight holdup or 
night burglary becomes a joke to the 
banker who understands and _ is 
equipped with these powerful 
weapons. Either automatic or man- 
ually controlled and discharged, 
there need be not the slightest fear 
of any possible hazard or danger to 
anyone. 

Bank employees usually stand 
back of where the gas is released and 
have time to move before it returns. 

Chemical warfare gas devices act 
instantly and there is no interval of 
safety for the bandit. Nor is the 
best armed and skillful gun- 
man protected against such gas dis- 
charge. And it makes not the slight- 
est difference if there is one or one 
hundred in the band. Many eases 
have oceurred where a number of 
bandits have held an entire town at 
tay. But let a bank be instantly 
filled with ‘‘chemiecal warfare gas’’ 


most 
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and it is just as impossible for a 
hundred bandits to operate as one. 


Bandits Routed by Gas 


January 3, 1929, Benjamin Salkin 
was captured by Deputy Commis- 
sioner Stege and his men of the Chi- 
eago Police Department. Commis- 
sioner Stege pronounced him one of 





Three Opportunities 


For Trust Officers 


JOHN Y. BEATY 


You have opportunity to 
deal almost exclusively with 
the highest type of people 
in the community. 

You may be able to build 
many a successful business 
out of those that might 
otherwise fail. 

Young men who might 
otherwise waste their lives 
may be inspired to useful 
enterprise by your adminis- 
tration of their estates. 





the most daring, one of the most ex- 
pert, and one of the most dangerous 
of present-day bandits. 

Salkin confessed to a long list of 
robberies and burglaries and volun- 
tarily stated, during his examination 
by Chieago detectives, that ‘‘chem- 
ical warfare gas’* was the only thing 
he feared and the only thing which 
defeated him and his accomplices. 
He stated that none of his suecess- 
ful jobs were equipped with ad- 
equate gas protection and that, if 
they had been, he ‘‘ would never have 
tackled them.”’ 

At the Home Trust Co., promin- 
ently located in the very heart of 
ixansas City, Mo., a raid, character- 
ized as that city’s most spectacular 
hold-up, occurred on June 14th, 1928 
during the Republican National 
Convention. 

In spite of the presence of armed 
euards and utterly disregarding 
police stationed within a few feet at 
one of the busiest corners of Kansas 
City, the seven or eight members of 
this bandit gang successfully ter- 
rorized every one within the bank 
and actually had the entire premises 
at their command without chance of 
effective opposition by any ordinary 


means. Entering the cages, they hag 
picked up some $10,000 and $50,099 
additional lay in full view with ap- 
parently nothing to prevent its easy 
appropriation. 

At this moment, from downstaix 
in the safety deposit vaults in the 
basement, J. E. Thrutchley, manager 
of that department, learned that q 
robbery was in progress. Seizing y 
portable and inexpensive ‘‘ Chemica! 
Warfare Gas”’ gun utilizing an w. 
usual shell but one available to ever 
banker, Thrutchley fired this gas 
shell without leaving the basemen 
and with no exposure of himself and 
no danger to anyone. 

One of the chief executives of the 
bank wrote of this, ‘‘The moment 
the gas was shot off, even tho’ fired 
downstairs in our safety deposit de. 
partment, the bandits started to 
leave. Credit is due purely to this 
gas which we had bought for protee. 
tion in just such a ease. 

‘*The bandits did not secure the 
#50,000 which otherwise could not 
have been saved. But far more vital 
and important was the fact. that, 
forced into precipitate retreat, the 
bandit gang were instantly rendered 
helpless and, upon leaving the bank, 
attempted in wild panie to enter th 
wrong intent were 
they upon effecting a getaway before 
they were totally unable to find their 
way about.”’ 

But it must be realized that, at 
one extreme of gas protection, it is 
just as easy to kill as to temporarily 
And at the other end of the 
misleading materials masquerading 
as chemical equipment, certain s0- 
ealled ‘‘tear gases’’ 
and flatly worthless and ineffective 
The lure of low price becomes doubly 
dangerous in either case. It behooves 
the banker, merchant or police chief 
to be absolutely sure of the chemical 
warfare material he adopts for prob- 
ably its greatest appeal is the pos- 
sible saving of human life. 

A vast knowledge of chemistry and 
no inconsiderable amount of actuel 
experience in ‘‘chemical warfare 
gases,’’ as well as thorough training 
and capacity in their adaptation to 
peace-time uses, is necessary before 
it is possible to guarantee freedom 
from injury coupled with life sav- 
ing effectiveness. Where deadly and 
toxic gas-producing materials might 
prove fatal in their direct action, 
the charlatan’s harmless erystals ot 
colored water might result equally 
fatally through failure to function. 
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The City Hall, Los Angeles, as it will appear to bankers on the air route to the 


A. B. A. Convention this fall. 


Dividends From Air ‘Travel 


Some bankers may reap them on the A. B. A. 


convention trip to San Francisco this fall 


|’ there is any one class in the 
United States which is the logical 
patron of commercial aviation it is 
the banker. 

His life training in translating 
wealth into terms of hours and days 
makes the banker better able to ap- 
preciate the economy of air travel 
than any other class of business or 
professional man. 

Almost unconsciously, your true 
banker evaluates time into very 
definite terms of wealth. An expen- 
diture of $10,000, for example, ap- 
pears to him, not so much as that 
many dollars but as the interest for 
one year on $200,000 at 5%. The 
time factor plays a most important 
part in the life of the banker. 

It is, of course, impossible to as- 
Sess any standardized price mark on 
the bankers’ ‘‘day.’’ Just off hand 
it would seem that the day of a 
$25,000-a-vear banker would be 
worth $83.33, on the basis of a 300- 
day year. But, of course, his bank 
expects a return from the investment 
it makes in his salary. Perhaps an 
average expectancy would be twice 
his salary. So, to justify himself. 
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By G. E. EVERITT 
Transcontinental Air Transport Co., 
St. Louis, Mo. 


the $25,000 a year executive must be 
responsible for earnings of $75,000 
for his bank—his own salary and 











Doesn’t this look inviting? It is the 
interior of an air liner used in trans- 
continental service. 


. 


two other like sums. Our banker’s 
day then attains a value of $250 on 
the 300-day-a-year basis. 

Passenger transportation by air 
with its enormous time saving would 
seem to be designed almost for the 
exclusive benefit of that class which 
has such a definite value assigned to 
each individual day and bankers are 
generously represented in that elass. 

So much for the benefits. How 
about the costs? 

It has not yet been announced 
what the of transcontinental 
travel by air will be. The first of 
the transcontinental lines will not be 
an entire air route but a combination 
of air and rail travel which will make 
possible a coast-to-coast journey in 
two days—just half the present time 
required. Considerable speculation 
has been heard regarding the price 
to be charged. 

In the presence of a definite an- 
nouncement, we may assume a cost 
of approximately twice that of all 
‘ail travel. From New York to Los 
Angeles the entire including 
fare, lower berth, meals, tips and in- 


eost 


cost 


(Continued on page 49) 
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An “Own Your Own Home” booth always arouses the in- 
terest of fair visitors. 


S a booth at the county fair worth 

while to the bank? 

A member of the bank staff must 
be selected to carry out the plan and 
an advertising manager to broad- 
east it. Then a concession space 
must be rented, a suitable location 
chosen, desirable neighbors secured, a 
presentable booth planned, a carpen- 
ter selected to design and construct it, 
souvenirs ordered, a staff chosen to 
conduct it, and, possibly, talent en- 
gaged for amusement. Is it worth 
all that ? 

From the standpoint of a small- 
town bank, or a larger bank catering 
to a rural district, it is emphatically 
worth while. For six years the 
Poughkeepsie Savings Bank has con- 
ducted booths at an industrial ex- 
position and at the Dutchess County 
Fair, as has also the Hudson City 
Savings Institution. Both banks are 
mutual savings institutions, with 
moderate advertising appropriations, 
and in each case their logical terri- 
tory is a widespread area of small 
towns and villages along the Hudson 
River Valley. At both banks the 
service department directors have 
charge of such exhibits. 

Can direct results be traced from 
such a booth? 

Yes. Plenty of ‘‘human interest 
stories’’ develop. But these are not 
enough in number to warrant the 
effort, if that is to be the sole eri- 
terion of the success of the display. 
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Fair 


People attend 
county fairs by 
the thousands, 
and they come 
in a earnival 
spirit. 

It is a time 
for mass ef- 
fects. 

Occasionally, 
perhaps, a bank opens a miniature 
branch bank at a fair, with a view 
to opening new accounts and receiv- 
ing deposits. Granting that the state 
law on branch banking will permit 
this, it is still a somewhat dubious 
plan for most banks, which must 
house their exhibits in flimsy wooden 
buildings without substantial pro- 
tection. 


Bank’s Object At Fair 
Is Good Will 

But what has a bank to display? 

A bank has no merchandise to ex- 
hibit with spotlight and tinsel. The 
chief object a bank may hope to ac- 
complish is to catch the visitor’s 
attention by some attractive layout, 
give him a friendly greeting, offer 
him a bit of information, a little 
entertainment, possibly a souvenir, 
and pass him along the line. At a 
crowded county fair a few visitors 
monopolizing the bank’s booth would 
nullify its purpose, and too large a 
gathering continuously, would block 
traffic. A constant flow of brief 
visits is better. 

Three types of booths may be ar- 
ranged: The counter type, the 
spectacular type, (which may be left 
part of the time to put over its 
message without an attendant) and 
the rest room type (which offers a 
welcome and a comfortable chair to 
footsore pilgrims who have made the 
rounds and are grateful for a place 
to rest). 


Advertising ~ 


By ELSIE OSBORN DAVIS 


Director, Service Department, The Poughkeepsie Savings Bank, 


Poughkeepsie, N. Y. 


We do not hesitate to state that a 
tactful, approachable attendant who 
knows his business can accomplish 
much in making friends for his bank. 
regardless of the sort of display he 
accompanies. 

The Poughkeepsie Savings Bank 
has used several booths which were 
replicas of its building in miniature. 
It has also staged a copy of its school 
banking department, with windows 
and child figures. 

This year, by way of change, it 
tried a sort of stage setting, with 
spotlights and gay color, using a big 
ship for its main figure. The treat- 
ment of these booths is suggested by 
their location, which is in the middle 
of a long building and directly 
opposite a side entrance. The 
Hudson City Savings Institution 
has developed a type of rest room, 
with flowers and lights and charm- 
ing color combinations, giving more 
chance for intimate discussions with 
smaller numbers of visitors. 

As to souvenirs, a bank can 
searcely be expected to give away 
samples. 


One Or Two Souvenirs 
Easier To Handle 

Some banks, however, have found 
it no more expensive to distribute 
eards with shining pennies imbedded 
in them than to furnish folders and 
similar literature. One or two kinds 
of souvenirs, with general appeal 
to men, women and children, are 
easier to distribute than a larger 
variety. When there are more kinds, 
most visitors demand one of each. 

Six inch pocket rules and little 
detachable leaf memorandum pads 
are unfailingly popular. Blotters are 
always welcome. Fans and thimbles 


are long-lived souvenirs, but have 
not an equal appeal to men. 


(Continued on page 26) 
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Does It Pay? 


By C. B. ALBRECHT 


Manager, New Business and Advertising Dept., The South 
Carolina National Bank, Charleston, Columbia, 


Greenville, S. C. 


HAT is the idea of the fair? 

Is it of a community nature dis- 
playing the products of the farm and 
countryside? Is it of an industrial 
nature? Is it of state-wide or nation- 
al interest, bringing thousands of 
people from all over the state or 
nation to see it? Or is it conceived 
by several men with the idea of mak- 
ing money for themselves? 

No matter how attractive your 
booth may be, if the interest of the 
public is not aroused you cannot ex- 
pect results. Likewise, if the ex- 
position is attracting many thou- 
sands of people and your booth is 
ill-conceived, you will not get results. 

We have found through experience 
that you ean expect the best results 
from state and county fairs, ‘‘ Home 
Shows,’’ ‘‘Food Shows’’ and, in this 
section, ‘‘Industrial Shows’’ every 
other year. 


What Class Of People Will 
Pass Exhibit? 


What class of people is the fair 
going to attract? Is it the farmer 
and his household, the manufac- 
turer, the merchant, or the house- 
wife? Each fair ought to have its 
specific purpose and you must make 
your booth fit the audience. If your 
booth isn’t interesting to its audience, 
they will pass on and take a look at 
the automatic photographing ma- 
chine or the tractor plowing up the 
ground. In this case you have ac- 
complished nothing and it would 
have been better had you remained 
out of the show. 

I don’t care what class you try 
to reach, you will always find it 
divided into two kinds—those in- 
terested in what you have to say or 
sell, and the ‘‘gawkers’’ or souvenir 
hunters. So watch out for this and 


don’t pick a fair that ‘is going ‘to’ 
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have a bigger 
proportion of 
‘*gvawkers’’ 
than prospects. 


As to the 
number _ at- 
tending the 


fair, the more 
you have, the 
more chance 
you have of driving home your 
argument and securing new business. 


Are You Willing To Pay For 
An Attractive Booth? 


Preparing and designing a booth 
is hard work and one reason why 
banks have been dissatisfied with re- 
sults obtained from displays is be- 
cause they have contented them- 
selves by paying $100 or more for 
space, largely through the desire to 
help along the cause and to show 
their public spirit. 

After taking the space they neg- 
lected entirely to make their booth 
attractive, or, for that matter, to fix 
it up at all. This thing will happen 
in every line of advertising if we 
forget to be careful and try to be 
too hasty. 

It costs no more to do the thing 
right than to purchase space and 
then leave it alone. This holds true, 
no matter how poor the show, 
because, by putting out a little work 
and making the booth attractive, you 
will at least strike the attention of 
the passers-by and register on their 
minds. This will not happen if you 
leave a blank space with your name 
tacked upon it. 


W hat Are You Going To Display? 


Obtaining a central idea around 
which to build a booth is an easy 
matter, if there is some event such 
as the erection of a new building or 


Four Factors To Be 
Investigated Before 
Exhibiting at a Fair 
1. What is the purpose of the 
exhibition? 


2. What class of people and how 
many are going to pass your 
exhibit? 


3. Are you willing to spend the 
time and money to make the 
booth attractive? 


4. What are you going to display? 


vault. 


installation of 
Should there be nothing of this kind, 


the a new 
many banks build their booths 
around one of the departments. 
Booths erected with this idea in mind 
can be made quite interesting to the 
public. 

We have exhibited a model book- 
keeping department showing all of 
the necessary machines in action. 
We have shown all kinds of old reties 
and have exhibited a coin collection 
with coins ranging from 250 B. C. to 
the present date. We have built our 
booth to represent the interior of 
one of our banks. 

We have designed our booth around 
a great map showing the location of 
all our branch offices. We have de- 
signed it in the form of a ladies rest 
room and, in the ease of a recent 
show, it was designed to attract the 
attention of big textile manufac- 
turers. In this booth we had tele- 
phones and stenographers for their 
use and they were used. By a little 
thinking, many ideas may be de- 
veloped. 


6 Reasons For A Booth 


Over the past year it has been my 
pleasure to do a little research work 
for the Financial Advertisers Asso- 
ciation pertaining to this subject and 
I am going to end up by giving some 
of the highlights of our report. 

The committee found that the low- 
est cost of erecting a booth including 
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the space was $25 and the highest 
$2,000. In many eases, the cost was 
kept down by renting or borrowing 
furniture and fixtures. All kinds of 
literature can be distributed so it is 
not necessary for a bank to purchase 
special advertising for whatever is 
on hand will serve the purpose. 

Here are six reasons why a bank 
should use a booth at a fair. 

1. Primary function—The pri- 
mary function of a booth at a fair or 
exposition is to distribute literature 
about the bank. As large crowds are 
always in attendance, a good oppor- 
tunity is afforded the bank to dis- 
tribute its literature and make its 
name better known to the public. 

2. Public contact—the person in 
charge of the booth has many oppor- 
tunities for conversation and obtains 
much interesting information regard- 
ing the viewpoint of the public as it 
pertains to his bank. He will learn 
that large numbers of the public have 
never heard of his institution; that 
others know it well and are largely 
indebted to it for their success, and 
sO on. 

3. Tests advertising material—A 
booth offers an opportunity to com- 
pare various types of banking adver- 
tising. Various types of folders and 
booklets can be offered for distribu- 
tion at a very small If the 
publie takes one in greater numbers 
than another, you have some assur- 
ance that it has value. Novelties are 
in great demand and many ean be 
purchased for a small outlay of 
money. This is one of the times when 
a bank novelties without 
criticism. 

4. Cireulation—Food shows, 
home products expositions, and coun- 
ty and state fairs, have a very good 
circulation. Most 
of the people at- 
tending are home- 
folks and are very 
good prospects for 
your bank. Al- 
though when you 
take names of 
prospects you do 
not generally get 
the best, still, the 
best prospects are 
there and are in- 
fluenced by your 
advertising. Com- 
pared to the cost 
of other advertis- 
ing, the expense 
of operating a 
booth is small in 





eost. 


can use 





with spotlights. 
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proportion to the number of people 
reached and a bank can well devote 
a part of its appropriation to this 
advertising. 

d. Edueates the banker—Attend- 
ance at one of these booths is good 





education and discipline for the 
bank’s advertising manager. He is 


almost sure to find that the public 
has little taste for high-brow litera- 
ture, but shows great interest in such 
trivialities as compound interest 
tables, dime savers, and so on. 

6. Reduces old advertising stock 
—A booth is the place where old 
literature melts away like magie and 
this literature generally falls into the 
hands of fully as good prospects as 
you could get by house-to-house dis- 
tribution. 

As very little direct results can be 
traced to any particular advertising, 
a bank must not expect the booth to 
bring in an overfiow of new business. 

And so to the question of ‘‘ Fair 
Advertising—Does It Pay?’’ I ean 
only answer; ‘‘I do not know.’’ 

[ feel, however, that if the bank’s 
exhibit is attractive and the fair 
draws a large patronage of substan- 
tial people, the exhibit will build up 
a lot of friendship and good will. 
After all, that is what we are trying 
to do in all of our advertising. 


Fair Advertising—Does 
It Pay? 
(Continued from page 24) 
As a detail, beautiful flowers al- 
ways attract attention. 
A glass exhibition case of bees 


truly demonstrates industry and 


thrift and draws much notice. 
Novelty electric signs give con- 
stant flashes of color and motion. 





A successful booth modeled like a stage setting with gay colors and illuminated 


However, as yet, we have not found 
any attraction to compare with tha 
of a young cartoonist who has giyey 
a running series 0 chalk talks at 
several county fairs, in the Pough. 
keepsie Savings Bank booth. 

As soon as our cartoonist dons his 
smock and takes his place before his 
big drawing easel, on which are ap. 
ranged big sheets of drawing paper 
30 by 40 inches in size, with the 
bank's name printed at the top, the 
crowd begins to collect. Sixty is 
the limit he ean entertain at one 
time, and when the throng gets yp. 
wieldy, the only way to disperse jt 
is to withdraw the artist for a while. 

The magic of watching for what 
may come out of the tip of his crayon 
seems to fascinate all ages, and his 
genial way of handling the crowd 
helps greatly. 

There is a constant progression of 
pictures in colored chalk, all done 
with swift, sure strokes, some humor. 
ous, some more serious, all with a 
thrift slant to them. An oceasional 
portrait is thrown in, made after a 
ten-minute sitting. 
are given away as fast as they are 
finished, and constitute the most per- 
sonal and permanent memento the 
bank can possibly offer. 


These drawings 


The possible drawbacks to the plan 
of conducting a county fair booth 
are the inevitable rainy days when 
attendance is slim. Then there is 
the difficulty of transporting booth 
attendants a clistane 
daily, while their regular tasks are 
sidetracked. But these are far out- 
weighed by the volume of good will 
gained for the bank, the chance ti 
enjoy a laugh with 
present and potential, and the oppor- 
tunity of showing them that what- 
ever their inter 
ests are, their 
bank is there to 

Such a fair als 
furnishes an ex 
cellent opportu 
nity to converse 
with pros- 
pects and 
tomers and 8) 
gain valuable 
knowledge of how 
they regard the 
bank, why ther 
do business there 
rather than else 
where and what 
services. they 
would like the 
bank to perform. 


considerable 


depositors, 


your 
cus- 
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15,000 Active Ledger Records in 15 sq. ft. 
15,000 Signature Index Cards of floor 
25,000 Closed Account Ledger Cards | space 





Brews of its space-saving and fire- 


protective features the Shaw-Walker In- 
sulated Ledger Desk pictured herewith is 
playing an important part in the present-day 
swing to card ledger systems in savings 
departments. 

This modern desk not only houses a total 
of 55,000 records in 15 sq. ft. of floor space, 
but it also gives to the active ledger cards 
valuable day and night protection against fire, 
water and theft. \t is constructed with mono- 
lithic insulation—the same as is used in 
high grade safes. It is the only stock desk 
so insulated. 


You will find many practical suggestions 
in our latest Special Bulletin-——“ Modern 
Methods of Savings Ledger Accounting.” 
Send today for your free copy. 





Special Bank Representatives In All Principal Cities 


Other Shaw-Walker “Bank 
Equipment: 
Bookkeeping Desks - Teller’s Vault Trucks 
Forms for All Records - Check Sorting Racks 
Filing Cabinets - Posting Trays; in fact, every- 
thing for all other bank system operations. 


Readers will confer a favor by mentioning THE JULY 


One of the Shaw-Walker Insulated Savings Ledger Desks 
at Garfield State Bank, Chicago 


SEND FOR THIS SPECIAL REPORT BULLETIN 


THE SHAW-WALKER COMPANY BM-7-29 
Bank Department, Muskegon, Mich. Date 


Gentlemen: Send me, FREE and without obligation, a copy of your Special | 
Report Bulletin, “MODERN METHODS OF SAVINGS LEDGER AC- | 
COUNTING,” which I understand is a compilation of reports from progressive 





banks concerning successful changes they have made in their bookkeeping routine 
and installations of equipment that have brought them greater operating efficiency. 


Mr. 


Title. ‘ sntintinistaiansanicasialiil 








Name of Bank pic ili niall ssi 
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() Sources 


Of ‘Trust Business 


Outside the Bank 


By JOHN A. REYNOLDS 


Vice-President, Union Trust Co., Detroit 


EW business for a trust company 

may be developed in one of two 
ways, either from the inside or from 
the outside. 

If business is developed from the 
inside, the solicitation rotates around 
a central file. Deductions are made 
from the habits and occupants, hob- 
bies, chureh and fraternal affilia- 
tions, friends, family connections, 
manner of life, credit stability, age, 
eolor, race, and place of birth, as to 
the type of business the prospect may 
probably have for the trust com- 
pany. 

This method is very practical 
where the trust department is an ad- 
junct of a well-organized bank with 
a good clientele. In many instances, 
much of the information which 
might properly be in the central file 
is lodged with the credit department. 
When business is developed in this 
way, it.is usually as the result of 
much office work and less outside 
work. 

While it has its advantages from 
the point of solidifying a clientele, 
it has disadvantages in that it some- 
times tends to make the institution 


smug and self-satisfied, and com- 
posed about its future. Also it 
ofttimes leads the client to over- 


emphasize his value to the bank and 
to demand privileges of 
credit. 


excess 


Some Sources Inside The Bank 


There is some information con- 
tained in credit and central files 
which is of such a confidential nature 
that it should not be relied upon or 
should not be used by the bank even 
for the solicitation of other business. 
For very apparent reasons, we con- 
sider it quite unethical to take in- 
formation from our stock transfer 
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department as a basis for soliciting 
business. 

However, nearly all institutions 
have safe deposit vaults. If you 
take the names of the people who own 
the boxes valued at $20 or more and 
check them against their occupations, 
you may find a clue that will indicate 
that the people are interested in in- 
vestments and you assume imme- 
diately that they keep their securities 
in their boxes. 

It is reasonable to approach them 
then for a safe-keeping trust or an 
investment account or to endeavor 
to sell them bonds. On the other 
hand, if they are found to be large 
real estate holders, one may assume 
that in their safe deposit boxes are 
kept abstracts of title and insurance 
policies that pertain to their real 
estate holdings. They may then be 
broached for agency accounts, prop- 
erty management, business or title 
insurance and similar services. 

The promotion of new business 
through solicitation of new customers 
that is developed from the outside is 
the more desirable method. It in- 
creases the number of the bank’s ecus- 
tomers. It makes each new customer 
an additional salesman in his own 
select group. It widens the scope 
of the company’s activities and pro- 
motes a feeling of good will among 
institutions and organizations that 
heretofore probably had no interest 
in the trust company. 


The outstanding groups that might 
be interested in trust business are 
lawyers, real estate operators, insur- 
ance men, certified public account- 
ants, correspondent banks, clergy- 
men, doctors, undertakers, public 
officials, and investment brokers. 

Take the lawyers for instance. For 
a long time in some quarters there 





The Sources 


. Doctors 
. Clergymen 
Undertakers 


. Certified public account- | 
ants 


5. Real estate operators 

6. Lawyers 

7. Public officials 

8. Investment brokers 

9. Insurance men 

10. Correspondent banks 
vvv 

has been a feeling of suspicion 

among older members of the bar 


towards the trust companies. The 
heads of some law firms may have 
done considerable fiduciary business 
of their own when the trust com- 
pany movement was young, and they 
may properly or improperly resent 
the present trend of the times. 

It is, therefore, most advisable to 
secure the good will of the younger 
attorneys who are devoid of these 
prejudices and who, if properly 
coached, following their entry upon 
the practice of law, in due time un- 
derstand the proper position of the 
trust company in the field of finance. 

So much has been said about the 
life insurance agent and the part he 
plays in the development of trust 
business that at times it may be over- 
done. The life insurance man is in 
a fine strategic position to speak 4 
good word for the trust companies. 

There are standard methods used 
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No Matter How Small Your Bank, You Can 


Cut Check-Handling Costs 


If You 


ENDORSE 


With This Machine 





O more noisy, smeary time-wasting hand- 

stamping of checks. Your adding machine 

operator can now endorse as he lists in less time 
than it formerly took just to list. 


Instead of turning the checks completely over and 
stopping every so often to stack the pile, he 
simply turns them half-way over and drops them 
—and the endorser does the rest, automatically 
stacking the endorsed checks in the same order 
they are listed. 


If you have not done so already, adopt a general 
endorsement, similar to that pictured here 
(“Pay to Any Bank or Banker”)—good for both 
clearings and transit, and “‘endorse as you list” 
—with an American. 
No interest lost due to 
“split” or “missed” en- 
dorsements — or checks 
sent to correspondents or 
the clearing house with 
the wrong endorsement. 









PAID THROUGH 


2 CLEARING HOUSE 
PAY TO THE ORDER OF 


ANY BANK, BANKER OR TRUST CO. 


Prior Endorsements Guaranteed 


{ C713 28 }: 











THE NATIONAL BANK] Jes the approved way, the 
safe way, the money- 


Ih-7|°% DECATUR 
DECATUR, ILL 3 J 7 
making way—now in use 


in the largest banks in the country and in 
some of the very smallest. 






Mail the coupon below for full information 
about the new American Endorser, the most 
valuable contribution to banking since the 
adding machine. No obligation. 


and 








CANCEL 


With This Machine 





INS and clips concealed in checks too often 
dull, bend or break perforator needles. And 
how annoying it is for the small bank with 
only one perforator to have to be without the 
machine while it is in the factory for repairs! 


American needles are 55° stronger than or- 
dinary perforating machine needles, and besides 
this extra strength, any clerk can easily and quickly 
install new American needles in the American No. 22 or 
larger models. American machines are “self- 
repairing.” . 


Don’t be handicapped by having to revert to old- 
fashioned methods of hand-cancellation every so 
often while your perforating machine is at the 
factory for repairs. 


If your machine is 
punching illegible 
cancellations—wast- 
ing the time of 
your operator and 
everyone all down 
the line—replace it 
with a machine 
where your clerk can 
replace the needles. 





Just send us a sample of the perforation it makes 
—that’s all we need. We’ll quote you a liberal 
trade-in offer that will put an end to your 
perforator troubles. 


% Use the coupon below. 


*“The Modern Way Is the American Way’’ 


AREER RACAR 


"EN DORSIAG 


CAN CELLIAG: 


THE AMERICAN PERFORATOR CO. - CHICAGO - NEW YORK - SAN FRANCISCO « Established 1910 


AMERICAN PERFORATOR CO. 
611 W. Jackson Blvd., Chicago, Ill. 


Please send me, without obligation, complete details on (1) The new American Endorser, and the () Hand, () Foot-Power, 1) Automatic Electric Per- 
forators, with a 0 Quotation on your trade-in allowance on our old perforating machine, a sample impression of which is enclosed herewith. 


Readers will confer a favor by mentioning THE JULY, 1929 BANKERS MONTHLY when writing to our advertisers 


now for the securing 
of his will. 
Throughout the coun- 
try we find him sur- 
feited with banquets, 
parties and other ex- 
pressions of friendli- 


food 


ness. There is no 
question but that 
these have great 


value, but all too of- 
ten those who pursue 








one man who (does 
nothing but call upon 
the certified public 
accountants in our 
vicinity to advise 
with them concerning 
their personal affairs 
and discuss their pro- 
fessional 
We many 
cases of receiverships, 
fiscal accounts, depos- 


problems, 
know of 


life insurance trust itory arrangements 
business pay extra- and funded _ trusts 
ordinary attention to which have been 
the general agents directed to us through 
rather than to the the good will we have 
rank and file of i E HAVE arranged to deliver abstracts of titles for real estate created in this way. 
surance men. It is / operators in outlying districts to save them trips downtown. Another group to 
well. of course. to This has resulted in a friendship that brings us much trust business. whom we have paid 
have the _ generai particular attention 
agent friendly, but it Be are the doctors and 
is the practical pro- FEXRUST customers secured from outside dentists. We have de- 
ducer who ean en- 


courage the most busi- 


ness. 
The third group 
wherein the _ trust 


solicitor may find con- 
siderable- business is 
the real estate pro- 
fession. There is no 
business in the United 
States that has a greater array of 
salesmen of equal caliber. 

These men are talking with people 
at a time when they are considering 
their personal affairs, when they are 
buying a home, when they are in need 
of a mortgage, when they are in need 
of escrow service, title insurance, or 
are discussing the management of 
their property. 

By having one or two representa- 
tives constantly calling upon real 
estate offices, particularly those in 
the outlying districts of the city, we 
have located profitable and continu- 
ing business, particularly title in- 
surance business. We have arranged 
so that abstracts of titles may be 
delivered in various localities to save 
the real estate men a trip downtown. 
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sources are the most desirable. 
They soon become additional salesmen 
for trust service in their own select group. 
This widens the scope of the company’s 


activities. 


The result has been that they are 
frank in their praise of our company 
and have cooperated by recommend- 
ing our services to such an extent 
that much presently profitable busi- 
ness has been procured. 

There lies the seeret for the de- 
velopment of trust business as I see 
it: The recommendation of the in- 
stitution by disinterested parties. 
The people of the United States gen- 
erally are not educated to the trust 
idea, regardless of how well advertis- 
ing may be written, or how adroitly 
it may be prepared. The develop- 
ment of good will is the starting 
point for successful solicitation. 

The truth of this is emphasized in 
considering the next group, the cer- 
tified public accountants. We have 


vised plans for the in- 
vestment of funds on 
almost an installment 
basis which have 
greatly appealed t 
professional men of 
our locality and in 
the presentation of 
our plans we have se- 
eured much of their 

The physician is in 
attendance upon people when, being 
ill, they are relaxed and are giving 
consideration to what might have 
happened to their families were they 
to have died. Hardly a week goes by 
but that some physician calls us, or 
else some patient states that he is 
calling upon the recommendation of 
his doctor to discuss with us either 
the arrangement of his estate or the 
investment of funds. 

It is well to develop the good will 
of the professional agencies of your 
community. Our friendship for 
clergymen and our solicitation of 
their good will has brought us the 
treasurership of many church and 
charitable accounts that we might 


) 


other business. 


(Continued on page 38) 
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Not only among banks— 


but among Security Dealers, 



















Attorneys, Manufacturers, 
Wholesalers; Jobbers and 


Commercial Firms, — 


The Rand M¢€Nally Blue Book Leads 
in Circulation, Advertising and 
Prestige. 


It Dominates Its Field and Is Increasing 


its lead each year. 


8000 Advertisers Alone In Every Edi- 
tion. This number of advertisers exceeds 
the total circulation of any similar 
publication. 


85% of the Country Banks Buying a 
bank directory use the Blue Book. 


More Reserve City Banks Subscribe to 
and advertise in the Blue Book than in 
all similar directories combined. 


In Eastern, Western, Central, Northern 
and Southern States, The Blue Book 

Holds First Place. Its paid circulation 
is greater than that of all similar pub- 
lications combined. 


Since 1871—-Standard, The World Over 





Since 1911—Official Numbering Agent 


for the American Bankers Association. 


Ranp MSNALLY & ComMPANY 


Largest Publishers of Bank Publications in the World 
Chicago New York San Francisco 
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State & Town NAME OF BANK CAPITAL Surpuivs & Prorits PRESIDENT 
Alabama 
Gadsden East Gadsden Bank $25,000 $5,000 L, L. Herring 
(to open July 7, 1929) 
California 
Loma Linda First National ee 6=Cflti‘ij«*”:SSCSséCM@eiswewass F. E. Carson 
Connecticut 
Bristol City Deposit & Discount Co. 100,000 50,000 Carmine Palomba 
Bristol North Side Bank & Trust Co. 150,000 75,000 C. 8. Burdge 
Hartford South End Bank & Trust Co. 100,000 100,000 J. H. Naylor 
Florida 
Stuart Stuart Central Farmers 25,000 5,000 K. H. Turner 
Georgia 
Eastman ee Re re a rE (he pe ee 
Habira Habira Banking Co. (private bank) = ........ cee eee T. Lawson 
Iowa 
Emmetsburg Iowa Trust & Savings | a? ae eee J. A. Spies 
New Hartford New Hartford Savings 25,000 5,000 O. F. Chase 
Kansas 
Tipton Tipton State no John Schmitt 
Kentucky 
Shelbyville Deposit Bank ee... ib averxaeee B. Wallace 
Michigan 
Grand Rapids American National 100,000 250,000 John H. Schouten 
Mt. Clemens Macomb County Trust Co. oo ne rere Chas. Niematta 
Minnesota 
Middle River Farmer State 20,000 6,000 8. F. Martilla 
Mississippi 
Lexington First National 50,000 10,000 W. O. Barrett 
Nebraska 
Minatare First National 25,000 5,000 Frank Abegg 
New Jersey 
Irvington Chancellor Trust Co. 100,000 70,000 David H. Greene 
(P. O. of Newark) 
New York 
Manuet Manuet National 50,000 25,000 Geo. M. Edsall 
(To open about August 1, 1929) 
New York City Broadway National 2,000,000 1,000,000 wus 2. irra, of 
the Boarc 
New York City Central National 350,000 490,000 Chas. A. Valentine 
New York City a , ree eee eae C. 8. Colden 
New York City J. Henry Schroder Trust Co. 700,000 550,000 P. N. Gray 
surplus 
Rochester First National 1000080 8 =| hee cecs Meyer Jacobstein 
Rockville Center South Shore Trust Co. nn re Chas. E. Richmond 
North Carolina 
Dunn Str Cee. | -ssaadawe. | osasasecs  IsSecharteddcwens comedic 
(Branch of Smithfield) 
Mount Holly Bank of Mount Holly 25,000 C. E. Hutchison 
 aeaata Morris Plan Bank ne ee F. M. Ross 
G) 
Hamilton Hamilton Industrial 50,000 12,500 R. S. Radcliffe 
Oklahoma 
Locust Grove Farmers State 15,000 1,500 S. B. Hammons 
Pennsylvania 
Philadelphia North Broad National 250,000 225,000 Herbert Hope 
Reading Penn. Title Insurance Co. 200,000 ie J. H. Hasbrouck 
South Carolina 
Cowpens RE ee tl (lll CULO! RR - Pees pes e’Ger ens 
(Branch of Gaffney, S. C.) 
Seneca Peoples State Bank of 8S. C. 
(Branch of Columbia, 8. C.) 
Timmonsville Peoples State Bank of S. C. 
(Branch of Columbia, 8. C.) 
Tennessee 
Baileyton Greene County P. C. Wakefield, Mgr. 
(Branch of Greenville, Tenn.) 
Texas 
Edinburg 'First National 50,000 10,000 J. M. Burns 
Wylie Farmers & Merchants 25,000 2,500 R. L. Thornton 
Washington 
Farmington Farmington State 25,000 6,250 J. B. Taggart 
Wyoming 
Basin ote Gite.  .. | wewwesan C. J. Williams 


NEW BANKS ORGANIZED OR REOPENED 


1 private bank—28 state banks organized—10 national banks organized—1 bank reopened 





CasHIER 


E. R. Perdue (Press Report 


Roy S. Fellows 

Biagio Reale, Treas. 
L. W. Greeno, Treas 
C. D. Jorgensen, Treas 


S. W. Keen 


V. A. Gaskins | 


C. J. Spies 
V. E. Rogers 


E. M. Jacobs 
W. C. Winlock 
Ned B. Alsover 


Walter Johnson 

M. A. Scobey 

G. A. Etter 

Wm. H. Franke, Treas 


Harry A. Merritt 
J. L. Daly, Sec 
H. A. Sutphen, Treas 


Ogden Butler 
J. J. MeMahon 


Thos. J. Davis. 
E. A. Laney 


A. D. Fille, Treas. 
G. E. Hammons 


R. M. Flood 
Geo. T. Cobb, Treas. 


Clinton Fraser, Sr. 
C. E. Stewart 


C. E. Haufield 
A. C. Meloney 





Illinois Banks Report Small 
Earnings 


In a statement issued by the IIli- 
nois Bankers Association, this organ- 
ization reports that out of 1,808 
banks, both national and state, op- 
erating in Illinois, 1,219 or over two- 
thirds earned only enough to pay 
their stockholders less than 4% in 
dividends on their investment dur- 
ing the year 1928. 

In the same report, the association 
states that the committee on bank 
management has recommended three 
requirements for successful bank 
management as follows: 


One, the conduct of a safe institu- 
tion; two, a fair return to the inves- 
tors on a basis of their investment; 
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three, fair play. 

It recommends to the bankers of 
the state that they restrict inter- 
est on time deposits to 3%; that 
they charge for low balance checking 
accounts and miscellaneous services ; 
that they reduce local loans; that 
they set up adequate secondary re- 
serves ; that they analyze their insti- 
tutions; that they adopt standard 
accounting methods; that they dis- 
cuss their problems openly in meet- 
ing and cooperate. 


Rogues do their work at night. 
Honest men work by day. It’s alla 
matter of habit, and good habits in 
America make any man rich. Wealth 
is largely a result of habit—John 
Jacob Astor. 


$5,000,000 Capital Increase For 
Foreman Securities Co. 


Additional stock in The Foreman Na- 
tional Bank is being offered to provide 
$5,000,000 new capital for The Foreman 
Securities Co. 

The Foreman Securities Co. will replace 
the bond department of The Foreman 
Trust and Savings Bank. The latter has 
originated many security issues, largely 
local in character. Among the offerings of 
the bank have been the following: 

$8,750,000 Hotel Sherman Co. 1st Mort- 
gage Serial 5%s. 

$3,000,000 Seaboard Terminal and Re- 
frigeration Co. 1st mortgage 6s. 

$6,000,000 Edgewater 
ments Ist Mortgage 6s. 


$4,500,000 National Properties 1st Mort- 
gage 54s Trustees Certificates. 


$1,500,000 Bunte Bros. Serial 6 per cent T 
bonds. 


Beach Apart- 
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What do you want to know about 





CHECK PREPARATION, CHECK PROTECTION, 
BANKERS’ SUPPLIES? 


Consult a Todd representative with confidence 


RepreseNtATIvEs Of The Todd Company are quali- 
fied by character and training to advise the banking 
world on the preparation and protection of business 
funds. Since 1899—for thirty years—The Todd Com- 
pany has devoted all its energies and resources to the 
betterment of check protection methods. Today Todd 
machines, Todd checks and Todd bankers’ supplies are 
in use throughout the world providing the surest pro- 
tection and the fastest and most economical methods 
of accomplishing it. 

This company’s wealth of experience in its field— 
unique experience, available from no other source—is 
passed on to its trusted representatives. From them, 
you are certain to get the best advice on the most 
up-to-the-minute methods. 

It is to the advantage of every banker and business 
man to know what Todd machines are saving in the 
Call in a 
Todd representative and learn what the new Check 


time and labor of routine check procedure. 


Signer is doing to relieve executives forever of signing 
checks by hand. Try the versatile new Century Pro- 
tectograph on your own forms. By all means have the 
remarkable self-canceling Greenbac Check demon- 
strated. Learn about Standard Forgery Bonds, at 
See 


the first paper ever devised expressly for check use, 


substantial discounts to users of Todd products. 


the new Super-Safety Paper, exclusively a Todd prod- 
uct and a paper every banker should know about. 

Whether or not you are interested in buying Todd 
products, as a modern business man you should know 
the most modern means of safeguarding funds. A 
phone call to the Todd office in your city or a letter 
directly to us will put expert advice and assistance at 
your service, without a bit of obligation, of course. 
The Todd Company. (Established 1899.) 1137 Uni- 
versity Avenue, Rochester, N. Y. Sole makers of the 
Protectograph, the new Super-Safety Checks and Todd 
Greenbac Checks. 


TODD SYSTEM OF CHECK PROTECTION 


Readers will confer a favor by mentioning THE JULY, 
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NEW BANKS REPORTED IN PROCESS OF ORGANIZATION 


11 state banks—41 national banks 


State « Town 


California 
Vallejo 


Yreka 
Colorado 
Pritchett 


Connecticut 
East Haven 
(P. O. New 


Haven) 


Westville 
(P. O. New 
Haven) 


Iowa 
Marshalltown 


Hiinois 
Cicero 
McHenry 


Louisiana 
Monr« ye 


Louisiana 
Thibodaux 

Michigan 
Trenton 


Warren 
Nebraska 
Oakdale 


Nevada 
Las Vegas 


New Jersey 
Boonton 


Hackensack 
North Bergen 
(W. New York 
P. O.) 
Paterson 
Westfield 


New York 
Brooklyn 


Brooklyn 


Buffalo 
Buffalo 
Flushing 
(Borough of 
Queens) 
Huntington 
Freeport 
Machias 


New York City 
New York City 
New York City 
New York City 
New York City 
New York City 


New York City 
New York City 


Tonawanda 
Yonkers 


Oklahoma 
Buffalo 
Tulsa 


Pennsylvania 
Mount Pocono 
Philadelphia 


Rose Valley 


South Dakota 
Alcester 
Lake Preston 
Tennessee 
Knoxville 


Texas 
Mobeetie 
Presidio 

Virginia 
Orange 

Washington 
Bellevue 


Farmington 
Port Townsend 


Wisconsin 
Milwaukee 
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Name OF BaNK 


Mechanics & Merchants 
National 
First National Bank in Yreka 


First National 


East Haven Bank & Trust Co 


Westville Bank & Trust Co 
or Elm City Bank & Trust 
Co (Title undecided to 
date) 


First National Bank & Trust 
Co 


Cicero Junior State 
First National 


Morris Plan Co. 


Lafource National 
First National 
Warren National 


First National 


Boulder Dam Bank & Trust 
Co. (toopen about 10-1-29) 


Iron National 


Bergen County National 
North Bergen National 


Central National 
Citizens National 


Anchor National Bank of 
Brooklyn in New York 

Midland National Bank of 
Brooklyn in New York 

Main National 

Union National 

Flushing Savings 


City National 
Community National 
Bank of Machias 


Burnside National 

Delaney National 

Fort Greene National Bank 
in New York 

Farmers Loan State 


Founders National 


National Exchange Bank & 
Trust Co. 


Ninth Avenue National Bank 
& Trust Co. 

North River National Bank 
& Trust Co 

First National Bank in Tona- 
wanda 

Central National 


Buffalo National 
Central State 


Pocono National 
Lehigh National 
Philadelphia 
Rose Valley National Bank 

& Trust Co. 


Bank of 


First National 
Citizens National 


Southern Industrial Banking 
Corp. 


First National 
First National 


Peoples National Bank & 


Trust Co. 
State Bank of Bellevue 
Farmington National 


American National 


South Side National 


CaPiITAL 


$100,000 
50,000 
25,000 


50,000 


100,000 


50,000 
25,000 
25,000 
100,000 
200,000 


150,000 


500,000 
100,000 


200,000 


_ 


,000,000 


~ 


,250,000 
200,000 


100,000 
200,000 
25,000 


200,000 
200,000 
500,000 


600,000 


_ 


,000,000 


500,000 


_ 


,000,000 
200,000 


150,000 


50,000 
200,000 


200,000 
25,000 
25,000 

150,000 
25,000 
25,000 


100,000 


25,000 


SURPLUS & 


“o [SPONDEN 
PRoFits CorRES? ENT 


Charles N. Bessac 
Horace V. Ley 


Harve McKinnis, Springfield, 
Colo. 


Members of new corporation: 
H. H. Bradley, W. H. Good- 
rich, P. G. King, F. L. Coleman, 
M. Dibble and M. Olson 

Oscar Nelson, promoter 


(Press Report) L. C. Abbott 


Cicero State Bank, advisor 
Henry E. Buch (Press Report) 


(Press Report) Gilbert J. Forteri, 
Pres., 456 Audubon Blvd. 

Dr. J. L. Danas 

E. P. Dirmeyer, 


Trust Bldg 
Mrs. Agnes Claeys 


2600 Union 


D. L. Shenefelt, 911 N. 50th St., 
Omaha 


G. C. 


Smith, Pres., P. O. Box 792 


Nelson C. Doland, 512 Washing- 
ton St. 

R. E. Altschuler, 210 Main St. 

J. J. Roe, 562 38th St. 


R. Jordan, 80 Market St. 
Raymond W. Salm, 400 Broad St. 


Maxwell S. Harris, 5000 15th 
Ave., Brooklyn. N. Y. 

Wm. R. Bayes, 400 Wall St., 
N.Y. €. 

M. Yellen, 1222 Rand Bldg. 

Jno. M. Keyes, 537 Ellicott Sq. 

Chas. 8. Calden, Pres. 


Wallace E. J. Collins 
H. P. Reid 
Incorporators: Wm. 8 
Wm. Rabey, G. F. Smith, 
H. Robeson and B. Steaderman 
Jas. G. Abramson, 122 E. 42d St. 
Alexander Dolowitz,84 WilliamSt. 
Bennett DeBeixedan, 90 Broad- 
way 
Incorporators: & ¢< Cat 
C. R. Agnew, C. A. Wright 
caseea E. S. Withowski, 1215 Grand 
Concourse 
$1,000,000 M. Miller, Pres. Prudential Sav- 
surplus ings Bank J. . Brooke, 
V. P. Bedford National Bank 
M. M. Wyckoff, 1320 Madison 


Pierce, 





Ave. 

Wm. F. Fitzsimmons, 511 5th 
Ave. 

Geo. E. Schnell, 464 Delaware 
Ave. 

Chas. A. Valentine, Pres., 


Wm. W. Scrugham, Ch. Bd. 


E. E. Thomas, Roston, Okla. 
R. B. Adams, N. Graham, 
F. Sowell, R. E. Thompson 


F. D. Brundage 

Chas. P. Burke, 1017 E. Ritten- 
house St. 

J. N. Arbuckle, Ambler, Pa. 


G. McCall 
J. Boyd 


C. Frank White, 2000 Jefferson 
Ave. 


D. E. Holt, Wheeler, Texas 
R. B. Ridgeway 


seaatakked C. W. Grim 


3,750 Jno. R. Rogers, Everett, Wash., 
Cashier 

Claude E. Hayfield 

Roy S. Jensen, First National 
Bank of Port Angeles, Wash. 


i aera ees Carl E. Kurth, 926 National Ave, 


Banks Reported Closed 


88 State Banks—8 National Banks 
Alabama 
Elba—Elba Bank & Trust Co. 


Arizona 
Phoenix—Guardian 
dating ) 


Trust Co. (Liqui. 
Arkansas 
Montrose—Bank of Montrose (Liqui- 
dating ) 
Pine Bluff—Peoples Savings Bank ¢ 
Trust Co. 


California 


Cottonwood—Bank of Cottonwood 


Colorado 
Ault—First National (Vol. Liquidation 
Florida 
Auburndale—First National (Press Re 
port) 


Bartow—State Bank (Press Report) 

Haines City—Commercial Bank & Trust 
Co. 

Jacksonville—Brotherhood 
for Savings 

Lake Alfred—Lake Alfred State 

Lakeland—First National 

Miami—Buena Vista Bank & Trust (Co, 
(Vol. Liq.) 


Georgia 
Girard—Bank of Girard 
Logansville—Farmers & Merchants (In 
liq.) 
Poulan—Bank of Poulan 
Sardis—Peoples Bank 
Weston—Bank of Weston 


State 


Bank 





Illinois 
Braceville—Peoples State (Liq.) 
McHenry—Citizens State 
Prineceville—Home State 
Sesser—Sesser State 

Indiana 


Matthews—Farmers 
port) 


State (Press Re- 


Iowa 
Barnum—Farmers Exchange 
Lansing—State Bank of Lansing 
Oxford Junction—First Trust & Sav. 





Ruthven—First National 
Kansas 
La Cygne—La Cygne State (Press Re- 
port) 


Madison—Farmers State 


Michigan 

Linden—Bank of Linden 

Midland—Midland County 
(Press Report) 

Morrice—A. L. Beard & Co., Bankers 

Reed City—Reed City National (Press 
Report) 

Williamsburg—Bank of Williamsburg 


Savings, 


Minnesota 
Markville—Markville State 
Northome—First State 
Spicer—Green Lake State 





Missouri 
DeSoto—Farmers & Citizens State 
Worthington—Chariton Bank 
Wyaconda—Farmers & Traders Bank 


Nebraska 
Benkelman—Citizens State 
Boone—Boone State 
Bradish—F’armers State 


(Continued on page 64) 
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OTE . .. . note notice and tickler . . . . Note 

and Discount Register. Then, Liability Ledger 
and Journal .... accurately. ...in detail....in a frac- 
tion of the time... . on a Remington. 


The Remington 23 Front Feed Bookkeeping ma- 
chine has replaced the pen in the Loan and Discount 
Department. Because Remington simplification is re- 
sponsible for greater speed . . .. your register and ledg- 
er are posted the same day, by 4 P. M. No waiting until 
tomorrow for the ledger to be brought up-to-date. 


The Remington Front Feed entry writes, posts, de- 
tails, distributes and proves in one operation... . com- 
bines your various records . . . . chronologically ar- 
ranges their successive steps. 


The Loan and Discount Department is the “business” 
department of the bank. On its Efficiency and Economy 
the very future of the bank might hinge . . . . on its far- 
seeing and progressive methods. And that’s why this 

<< a | Remington dovetails so precisely with its needs. 
"ccc cccem WH But to appreciate it you have to see it performing 
Fa ~ Mr S&S ‘ tft) your own work. The coupon will bring one of our rep- 
hf sores. resentatives to you, or if you prefer, write for Account- 


a Til 


ing Methods folder No. 10. You incur no obligation 
by this action. 


Remington Accounting Machine Division 


Remington Rand Business Service Inc., Buffalo, N. Y. 


Branches in all principal cities 


Remington Rand Business Service Inc., Remington Rand Building, Buffalo, N. Y. 

Dear Sirs: 

lam interested in the Remington Front Feed Bookkeeping Machine for the Loan and Discount Department. () Please have one of 
your representatives call. [] Please mail me a copy of Accounting Methods Folder No. 10. 

Name . Title 


Name of Bank Address 


City : . County State 


Readers will confer a favor by mentioning THE JULY, 1929 BANKERS MONTHLY when writing to our advertisera 














The Bankers Librarian 


The seasoned life of man is preserved and stored up in books.—Milton. 





Bank Administration 
By H. N. STRONCK 
With an Introduction by MELVIN A. TRAYLOR 


HE will to self-improvement is an out- 
T standing American characteristic. 

The book ‘‘Bank Administration’’ by 
H. N. Stronck, will appeal to that instinct 
in the banker and will fit into an unfilled 
niche in his present professional equipment. 

Banking is, and should be, ‘‘ strictest 
judge of its own worth, gentlest of man’s 
mind, first to follow truth, and last to 
leave old truths behind.’’ As the stand- 
ard-maker and score-keeper of all other 
businesses, the bank should doubtless 
change less from year to year than other 
institutions and yet American banking has 
been forced by changing world conditions 
to remake itself quite essentially, not once 
but several times, in the history of the 
United States. 

Financially and economically speaking, 
a new America came into birth in the 
throes of the Great War. Manufacture, 
commerce, transportation, public service 
and finance had all to start anew from 
their beginnings. But banking, and par- 
ticularly American banking, had to travel 
a more trackless country than any of them. 
Some years passed before the size and dif- 
ficulty of the problem were even visualized. 
Other years passed while that problem was 
being handled successfully and unsuccess- 
fully by the only method applicable to it, 
the method of trial and error. 

Mr. Stronck’s book appears at probably 
the earliest date after the Great Change 
on which sueh a book can have anything 
valuable to say. It is written by an 
engineer who has applied a strict engineer- 
ing method in finding, and an even stricter 
engineering method in working out under 
actual conditions for going concerns, the 
profit-making solutions to banking prob- 
lems. 


First Book To Treat Bank 
As A Whole 


The literature of banking is well sup- 
plied with works on its theoretical prin- 
ciples, and equally well-supplied with 
manuals of its detailed practice. 

This book of Mr. Stronck’s is the first 
attempt that has been made to treat the 
bank, as a whole, in exactly the way Her- 
bert Hoover was expected to treat a mine 
in the early days of his career. 

What Mr. Hoover did for mines, Mr. 
Stronck has done for banks. What Mr. 
Hoover learned about mines in the process, 
Mr. Stronck has learned about banks. His 
experiences have been individual, as a 
servant of particular institutions and gen- 
eral, as a coadjutor of groups, such as 
regulating bodies, banking associations 
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and other organizations interested in the 
welfare of banking. 

Only secondary to the actual money 
value of his researches and counsel to the 
banks whose management he has_ in- 
fluenced, is one interesting development in 
Mr. Stronck’s mental equipment. Having 
always had to deal with busy men who 
could not stop long from the instant duties 
of the day, Mr. Stroneck has been literally 
forced into clarity in expressing, terseness 
in condensing and an almost self-operating 
method in setting out his plans. 

This makes his book easier to read, 
harder to forget, and simpler to use, than 
most books on management. 


“Valuable” Says Traylor 


Quoting from the book’s Introduction, 
by Melvin A. Traylor, president of the 
First National Bank of Chicago,: 

‘*It appears to me to be a sound and 
valuable discussion of the problems now 
confronting bank administration, and it 
may give valuable hints to many who are 
actively engaged in the daily task of direct- 
ing our financial institutions. 

‘By previous training Mr. Stroneck is 
well qualified for the work which he has 
undertaken. He has had large experience 
acting in behalf of particular institutions 
and also in connection with bankers’. as- 
seciations and other groups interested in 
the welfare of banking. In my judgment. 
the conscientious director, the forward- 
looking executive, the growing officer, and 
the ambitious employee of every bank in 
the United States ought to be trained not 
merely in the practice but also in the theory 
of his profession. In both respects Mr. 
Stronck’s book should be of value.’’ 

Its 20 chapters are headed: The Triangle 
of Management, Operating Profit Factors, 
Sound Policies, The Organization Struc- 
Organization Analysis, Personal 
Administration, Development of Personnel, 
The Business Development Function, The 
Operating Function, Bank Production 
Analysis, Loan Administration Policies, 
The Evaluation of Credit Risks, Conver- 
sion of Funds, Secondary Reserves and 
Investment Account, The Control Function, 
Departmental Earnings Analysis, Analysis 
of the Cost of Deposit Accounts, Savings 
Department Operations, Bond and Trust 
Operations, and Comparative Measure- 
ments of Results. 

‘‘Bank Administration’? by H. N. 
Stronck, with introduction by Melvin A. 
Traylor, President, The First National 
Bank, Chicago. Published by Rand 
M¢Nally & Co., Chicago. Cloth. $5. 


ture, 


, 


Financial Situation Analyzed 
‘*Wall Street and Washington’? is the 
name of the latest and only book on the 
present white-hot focal point in the cop. 
flict between the Stock Exchange and the 
Federal Reserve Bank, i. e., the arbitrary 
eentrol of the redisecount rate. : 

The author is Joseph Stagg Lawrence 
Princeton Economics instructor. “Wall 
Street and Washington,’’ is a diagnosis of 
the forces and a study of the minds bac; 
or the conflict between the Federal Regerye 
Board and the Stock Exchange, a book that 
will step on the toes of some but will 
nevertheless come like a cooling breeze to 
relieve the befogged minds and strained 
tempers of a nation sweltering under the 
heat of ‘‘ The credit situation.’’ It covers 
the aims and instruments of Reserve policy, 
their limitations and effectiveness, |; 
deals with speculation and the case for and 
against the stock market. Mr. Lawrence 
conclusively shows the fallacies which 
must be accepted before one can _ believe 
there is any real credit stringency. 

While Mr. Lawrence criticises recent 
Federal Reserve policy, his underlying 
thesis is that the prestige and usefulness of 
the Reserve system must be preserved. The 
Leok, brought out by the Princeton Univer 
sity Press, is the product of a brilliant 
mind, one of the authorities in this field, 
It sells for $5.00, over 450 pages of read- 
able vital matter. Cloth. 





New Business Procedure 


Discussed 

‘Bank Sales Management’’ is a clear 
discussion in simple and plain language 
of the problems of new business solicita- 
tion, which is becoming more and more 
important in the banking field. Mr. 
Miller in his book has given many details 
of operation which are advantageous, for, 
like any other bank operation, the success 
of new business solicitation presupposes 
a simple and practical plan of obtaining 
information and following the various de- 
velopments. 

His discussion of the following-through 
from prospect to customer, and subsequent 
development of the customer, is a very 
appropriate discussion of the new _ busi- 
ness responsibility—first, to obtain the ac- 
count and, second, to maintain and de- 
velop it. 

Many publications covering this field 
only discuss a certain part of it, such 
as new business for savings departments, 
and confine their discussions to methods 
only. But ‘‘Bank Sales Management’’ 
covers the field of solicitation with some 
pertinent remarks regarding general credit 
guides to determine whether or not the 
account is likely to be a desirable one. 

‘*Bank Sales Management’’ by Mahlon 
D. Miller. Reviewed by George D. Bush- 
nell, Assistant Vice President, The Central 
Trust Co., Chicago. Published by The 
Ronald Press Co., New York. Cloth, 297 
pages, $5. 

‘“‘THE LAND SITUATION AND 
FARMING CONDITIONS”? in Iowa is 4 
booklet containing a state-wide survey pre- 
pared by Carroll Dean Murphy, Ine., Chi- 
eago, for the Iowa National Bank, Des 
Moines. Copies may be obtained from the 
bank or the agency. 
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Commodity Exchanges 


A book by Julius B. Baer and George F. 
Woodruff. Baer, an attorney, helped or- 
ganize the rubber, raw silk and metal ex- 
changes, and Woodruff, also an attorney, 
is an investment analyst. 

They have written an able book, thor- 
ough and, for its kind, easy to read, a 
book bankers and all business men inter- 
ested directly or indirectly in markets, 


should have in their libraries. It describes | 


in detail the various branches of the 
futures exchange, giving chief attention to 
the Chicago Board of Trade, since that is 
the largest and oldest commodity market; 
explains how hedging is done and how it 
aids farmer and commerce; cites author- 
ities, including jurists, to show how specu- 
lation aids society; traces the’rise of mar- 
kets to a high degree of efficiency which 
has forever ended corners and squeezes, 
and presents evidence of the amazing 


growth of futures trading throughout the | 


world by reason of its basic soundness. 


Published by Harper and Bros, N. Y. | 
283 pages, cloth, $5. Reviewed by Ed- | 


ward Jerome Dies. 


For the Banker Speaker 


‘‘Business and Professional Speaking’’ 
by Wm. P. Sandford and Willard H. 
Yeager. Published by McGraw-Hill Co., 
N. Y., three volumes, Cloth, $6. Reviewed 
by W. L. Peterson, President, State Na- 
tional Bank, Denison, Texas. 


These books, in my opinion, are written | 


in an unusually interesting and attractive 
form, and give more illumination on how 
to handle business discussions, conferences 
and public talks, than anything I have 
ever read. 

In my opinion, every modern banker 
should own this set of books for constant 
reference. In all sincerity, I think more 


of these books than anything else in my | 


library. 


Best Rule For Getting Rich: 
Keep Eyes Open, Says Baruch 


‘*The best rule for getting rich is to keep 
the eyes open,’’ said Bernard M. Baruch, 
noted New York Banker and head of the 
War Industries Board under Woodrow 
Wilson’s administration, to Bruce Barton, 
in an interview for the American Magazine. 








Baruch cited the fortunes that have been | 


made by the persons who have followed 
the great inventions, the telephone, the 
radio and others, and the building of great 
industries such as the automobile and 
chain store organizations. He declared 
that at the outset of each of these indus- 
tries, it should have been plain that they 
were to become rich and _ powerful. 
Further, he declared, the average investor 


could well have followed the actions of the | 


prominent financiers who readily identified 
themselves with the developing businesses. 

Many banks whose business extension 
program is today standing still would take 
on new life if they would divide their ad- 
vertising and personal solicitation fune- 
tions among separate men. Leopold A. 
Chambliss, assistant vice president, Fidel- 
ity Union Trust Co., Newark, N. J. 
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THRIFT 
SYSTEMS 
REGISTER 
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IN COLORS 
TO ATTRACT 
ATTENTION 


A Deposit Builder 


These attractive Home Safes embody 7 distinct 
features: 


1 Dial on top shows accumulative power of 
regular deposits. . 


2 Coin holder, easily removable saves time in 
assorting coins. 


3 Supplied in bright nickel or in colors to 
distinguish owner where more than one is 
used in a family. 


Your name etched on dial plate keeps your 
institution constantly before user. 


Shape and size convenient to handle insuring 
frequent trips for deposit. 


Capacity—twenty dollars. 


IA wn 


Attractive prices—lower than you would 
expect for a safe of this quality. 


THRIFT SYSTEMS CoO., INC. 


31 NASSAU ST., NEW YORK, N. Y. 











Please send us further information and prices in quantities of 


PN II bass 3s Receedawancusuneeset 


Se a aia cehteakcdtetee scene: 


CRO TOWNES 6 icctiwncidececduetudacaeeans State 


Bs If sample desired, please check opposite and remit $1.00, which amount 
will be rebated on receipt of quantity order. 


CALIFORNIA 


GROWS CLOSER 
to the REST of 
the COUNTRY 





— = 


TR MAIL and air passen- 

ger service, faster train 
service, improved transit 
service through the Federal 
Reserve System, a great 
movement of population 
here from all over the At- 
lantic and Middle Western 
States—all these have made 
Southern California closer, 
more familiar and more 
important to the rest of the 
United States. 


ECURITY - FIRST 
NATIONAL BANK 
OF LOS ANGELES 


Resources over 600 million dollars 


The great regional bank of the 
southern part of California, 
with a Branch system in prin- 
cipal cities from Fresno and 
San Luis Obispo south to the 
Mexican boun ary. 


24-HOUR TRANSIT service with 
Speeded-up communications over 
the bank's system. 


The logical Southern California 
Banking Connection. 


e 


SEcuRITY-First NATIONAL 
CoMPANY 


An Investment Company, identical in 
ownership with Security-First National 
Bank. The many offices and 
branches of the Bank, through which 
Security-First National Company 
reaches the investing public, give it 
extraordinary facilities for the sale of 
high-class investment securities. 
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Ten Sources Of Trust 
Business 


(Continued from page 30 


not otherwise have received. The 


| opportunity that it has afforded us 


to talk before church groups has se- 
cured us investment accounts and 
personal business of frugal 


sirable type of business. 

The investment house and broker 
take it as a kindly personal touch 
when the local trust company is in- 


| terested enough in their business and 
| their personal affairs to come to visit 
| them. 


Many stoek transfer and 
registration accounts emanate from 
solicitation of this kind. 

We cooperate to the fullest extent 
with the Board of Commerce at home 


| and our representatives are always 


on the trade promotion trips and 
other activities of the body. 

It is extremely desirable for a trust 
company to have a speaker available. 
We have found that the average num- 
ber of prospects who come to the 
speaker following a meeting and ask 
to have someone eall for the diseus- 
sion of their affairs is in the neigh- 
borhood of five per talk. While some- 
times we do not secure business that 
is presently profitable, nevertheless 
in a great majority of instances, the 
opposite is true. 

This casual summary of the ave- 
nues for business not frequently 
thought of has but seratched the sur- 
face. If you take any department in 
your institution, analyze 25 accounts 
and find out the sources of those ae- 
counts, you will find that there is 
business coming to you from sources 
of which you never dreamed. If you 
develop your advertising and your 
solicitation along such lines as will 
appeal to these new sources of con- 
tact, you will find that vou have not 
only made new friends but that you 
have secured much business. 

Only two things are necessary—a 
a representative who is mentally 
and otherwise on a par with the av- 
erage member of your official per- 
sonnel, and whole-hearted coopera- 
tion among the officers themselves. 


South Dakota Recommends 
Float Charge 


The South Dakota Bankers As- 


sociation has had a committee at 
work determining proper charges to 
This year the committee 


be made. 
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has recommended for the first time 
a float charge on all out of town 
checks with the exception of those 
in local territory. 

The committee’s report to the 
bankers of the state includes the fo). 
lowing recommendations : 

1. No charges on checks drawy 
on banks in the county or 
agreed local territory. 

2. With the exception of a de. 
posit made in opening an account. 
figure float charges on all out-of. 
town items accepted either for de. 
posit or cashed over the counter, 

a. On cheeks and drafts colleeti- 
ble through federal reserve bank: 
On all items of $25 or under, 5 cents: 
On all items over $25 and up to $100, 
10 cents; On all items over $100 and 
up to $200, 15 cents; On all items 
over $200 the following schedule 
shall apply, except that the minimum 
charge shall be 15 cents: 17 cents 
per $1000 on items collectible one 
day after receipt ; 34 cents per $1000 
on items collectible two days after 
receipt ; 50 cents per $1000 on items 
collectible three days after receipt; 
67 cents per $1000 on items collectible 
four days after receipt ; 85 cents per 
$1000 on items collectible five days 
after receipt; $1 per $1000 on items 
collectible six days after receipt; 
and 17 cents per $1000 for each ad- 
ditional day thereafter. 

b. On all checks and drafts not 
collectible through the federal re- 
serve bank, on which the drawee 
bank makes an exchange charge, the 
above rates apply in addition to the 
exchange charge by drawee bank. 

3. Bank drafts drawn by bank on 
correspondent banks, no charge. 

Drafts drawn on other banks dis- 
eretionary. 

It is recommended that all float 
charges be deducted at the time of 
cashing checks or depositing of items. 
This method saves time for the coun- 
try bank. 


Other 


The business which has done 4 
good advertising job unquestionably 
gets the preference for banking ac- 
commodations over others perhaps 
as well situated, though less well 
known.—A. E. Bryson, vice prest- 
dent, Halsey, Stuart & Co., Chicago. 


The world is blessed most by men 
who do things, and not by those who 
merely talk about them.—dJames 
Oliver. 














IN ST. LOUIS 


Announeing 


| the formation, as of July 1. 1929 
of the 


MUSSISSIPPI VALLEY 
MERCHANTS STATE 
TRUST COMPANY 


a merger of the 


Mississippi Valley Trust Company 
Merchants-Laclede National Bank 
State National Bank 


v 
Capital, Surplus and Undivided Profits 
$9.600.000 


v 


Combined Resources 


Over Eighty Million Dollars 


v 


E. B. PRYOR Chairman, Board of Directors 
A. L. SHAPLEIGH . . . Chairman, Executive Committee 
J. SHEPPARD SMITH President 
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Beauty with 
Utility 


Athey Shades are ad- 
justable to instantly 
shade any part of the 
window without be- 
ing touched by the 
hands. 

Athey Shades cost more, 
but are, without excep- 
tion, the most attractive 


and durable shade ob- 
tainable. 


Five thousand shades 
were recently sold to one 
building in Detroit. 
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Representatives 
in principal 
cities 


Ask for 
Catalog 


Shades and 
Gloth Lined 
Metal 
Weather- 
Strips 


ATHEY COMPANY 


6171 W. 65th St. CHICAGO 





Lee Becomes Officer Central 
National Cleveland 


Carl R. Lee, was 
recently elected 
vice president of 
the Central Na- 
tional Bank o. 
Cleveland. 

Lee sometime 
ago resigned from 
the Midland Bank, 
Cleveland to _ be- 
come an officer of 
the Bank of Man- 
hattan Company, 
New York. 





Carl R. Lee 
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Kentucky Wins First Rank 


In Farmer-Banker Activity 


ENTUCKY has been awarded 

first place in the ranking of 
state bankers associations’ agricul- 
tural committee activities made by 
the Agricultural Commission of the 
American Bankers Association. 

Out of a possible one thousand 
points, Kentucky scored 832, the 
highest of any agricultural committee 
in any state for 1928. The scoring 
schedule was as follows: agricultur- 
al committee conference, 100 points; 
appointment of county key bankers, 
100 points; financial support of 
agricultural work, 100 points; bank- 
ers’ agricultural meetings, 200 
points; number of boys and girls 
or farmers pursuing definite project 
work through bankers’ efforts, 500 
points. 

F. C. Dorsey, vice president, 
Liberty National Bank and Trust 
Co., Louisville, Kentucky, who is a 
member of the Agricultural Com- 
mission of the American Bankers 
Association, president of the Ken- 
tucky Bankers Association and 
formerly chairman of its agricul- 
tural committee, expressed the grati- 
fication of his organization at the 
award, when asked to comment on it. 


Result of Six-Year Effort 


‘‘This is not just a spurt which 
Kentucky put on last year, but a 
well-planned, consistent program ex- 
tending over the last six years,”’ 
Mr. Dorsey said. ‘‘We began by 
impressing upon the farmers and 
bankers the value of pure-bred stock. 
As a beginning we placed 120 ten- 
day old dairy bull calves with farm- 
ers who had never before used pure- 
breds, distributing them in thirty- 
five different counties. Later we 
placed registered breeding stock with 
farmers in fifty-four counties. Ken- 
tucky now has three of the five coun- 
ties in the whole United States, that 
have no scrub sires. 

‘Our committee published 40,000 
livestock letters for the use of 110 
rural banks on each banks’ own sta- 
tionery and signed by its president 
or cashier to be sent to their cus- 
tomers, dealing with the advantages 
of better livestock. We arranged 
automobile tours, for over 3,000 
farmers and rural high school stu- 


dents from sixty-four counties, whic 
included visits to industrial plants 
in Louisville handling farm produets 
or manufactures for the farm. They 
also included the State Capitol and 
the College of Agriculture at Lexing. 
ton. 

*‘The committee secured a special 
freight rate in the state on registered 
breeding cattle in less than car-lots 
of one-half the regular rate. It pre. 
pared livestock advertisements for 
50 rural banks for use in their local 
papers in place of cut-and-dried ad. 
vertising. We furnished speakers 
for luncheon clubs and farmers’ get. 
together meetings, maintained a live. 
stock exchange listing purebred live. 
stock for sale and cooperated with | 
the fat stock shows in Louisville. 
Last year, through the activities of 
the association, registered bulls were 
offered by breeders as prizes to the 
boys and girls. 


' 
$ 
' 
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Farmers and Bankers Better 
Acquainted 


‘Of course all of our activities 
were not devoted to livestock, but 
also to crops, building up soil, and 
so on. We devoted a lot of time in 
making contacts between the farn- 
ers, bankers and the Agricultural 
College. The farmers and bankers 
are better acquainted with the col- 
lege and using it more than ever be- 
fore. 

‘*Our outstanding activity was our 
livestock train, the ‘Purebred Spe- 
cial,’ visiting in 1927 and 1928 fifty- 
four counties and having an audience 
of over 70,000 people. Of course it 
would have been impossible to run 
the trains without the cooperation of 
the Dairy Products Association, the 
stock yards, the fertilizer manufae- 
turer, the boards of trade, luncheon 
clubs and the railroads. As a result 
of showing fine cattle on these trains, 
over 1,500 farmers requested assist- 
ance in locating purebred livestock; 
many communities are now waging 
campaigns to eradicate the scrub 
sire ; more than 150 head of purebred 
livestock have been purchased by 
the communities visited ; and breed- 
ers report an increased demand for 
registered sires from those counties. 
Magazines and periodicals with con- 
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pined circulation of over two million 
have published articles about the 
train. ; 

“We are now working on a cam- 
paign to inerease the corn yield in 
Kentucky and to bring about closer 
touch with the county agents.”’ 


A banker should not be content 
when every customer is satisfied ; he 
should be discontented with the small 
number of customers he has to 
satisfy. 

Central Hanover Merger 
Approved 


Merger of the Central Union Trust Co 


of New York and Hanover Bank-under the | 


name of Central Hanover Bank and Trust 
Co., has been officially approved. Capital, 
surplus and undivided profits of Central 
Hanover will be approximately $100,000,000 
and combined net deposits in excess of 
$600,000,000. The Central Hanover will 
operate under the trust company’s charter. 
To effect the merger, stockholders of Cen 
tral Union approved an increase in the $20 





par value capital stock from $15,000,000 to | 


$21,000,000. Under the terms of the merger 
agreement, Central Union stockholders re- 
ceive share for share of Central Hanover 
stock and Hanover stockholders 3 shares 
Central Hanover for 1 share Hanover 
stock. 

George W. Davison, who has been presi- 
dent of Central Union since 1919 is presi- 
dent of Central Hanover. William Wood- 
ward, president of Hanover Bank since 
1910, is chairman of the board. Principal 
offices of Central Hanover will be at 70 
Broadway. 

THE FIRST NATIONAL BANK in 
Detroit and the First National Co. of De- 
troit announce the introduction of the 
‘*Michigan Graphiec,’’ a review of business 
and industrial conditions in that state to 
be published every month. This review 
will contain charts showing the situation 
in regard to kilo-watt hours of electricity, 
employment figures, Federal Reserve bank 
clearings, building statistics, industrial con- 
sumption of electrical power and Portland 
eement production totals, both in the state 
of Michigan and in the United States. This 
plan facilitates the study of tendencies in 
the state as compared with those for the 
entire country. 

EDGAR L. MARSTON of New York and 
Los Angeles, was recently elected a diree- 
tor of the Citizens National Trust and 
Savings Bank of Los Angeles. Mr. Mars- 
ton is giving up most of his New York 
activities and has retired to Southern Cali- 
fornia, though he will maintain an office at 
521 Fifth Ave., New York. He will retain 
the office of chairman of the board of the 
Texas Pacific Coal and Oil Company 
which he organized in 1888. 

FRED J. PARO, affable and jovial vice 
president of the newly consolidated Mer 
cantile-Commerce Bank and Trust Co., has 
been designated as official convention rep 
resentative by his institution. 











Here Is A New Round Trip Safety Envelope 


It Speeds Up Returns 


On Every Item That Requires A Mail Reply 


WHAT IT WILL DO FOR 
YOUR BANK 


. Insure prompt returns on col- 
lections. 


. Secure immediate action on note 
payments. 


. Bring voucher receipts in the 
next mail. 


. Encourage more frequent sav- 
ings deposits. 

. Cut the time of mailing. 

. Reduce mailing costs. 

. Increase banking -by- mail ac- 
counts. 


. Make every mail box a teller's 
window for your bank. 


Mail Deposits Can Be Multiplied 


Banking-by-mail is destined to become as 
important as the Christmas Club and its 
profit possibilities are even greater. To get 
these accounts, you must make it easy for 
everyone to use your bank. Everything 


needed for banking-by-mail can now be had 


at very low prices. 


An Approved Banking-By-Mail Plan 
Several bankers have characterized our banking-by- 


mail plan as ‘the most complete ever devised.’ 


The plan will be explained without obligation and 
samples of supplies sent. 


WRITE TODAY FOR FREE 


| Samples of Round-Trip Safety Envelopes and Get a 
* all other needed supplies for a complete bank- 


ing-by-mail campaign. 


yA Suggestions for enlarging your business with Sample ! 


banking-by-mail accounts. 


Your inquiry places you under no obligation. 


608 S. Dearborn St. The Inland Company "Chicago, Illinois | 








Reprints of Any Article 


There has been such a demand for reprints of the helpful 
articles published in THE BANKERS MONTHLY that ar- 


rangements have now been made to furnish reprints of any of 
the feature articles of this issue in quantities of 250 or more, 
if the order is received within one month after the date of the 
issue. When the quantity is stated, a definite price will be 
quoted. Just address THE BANKERS MONTHLY, 536 S. 


Clark St., Chicago. 





——————— 
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SHORT TERM 





INVESTMENTS FOR BANKS 





pee osticaTions of GMAC 
possess a degree of investment strength nationally 
recognized by a clientele of over seven thousand banks. 
G MAC paper is obtainable in convenient maturi- 
ties and denominations ~ at current discount rates. 


Our offering list will be mailed regularly upon request 


GENERAL MOorToRS 
ACCEPTANCE CORPORATION 


OFFICES IN PRINCIPAL CITIES 


Executive Office -- BROADWAY at 57TH STREET -- New York City 





CAPITAL, SURPLUS AND UNDIVIDED PROFITS OVER $65,000,000 

















Send for Samples 


The New 


BANKER’S FISH 
SKIN SEAL 


For Registered Mail 


ra) Ce Rea aeen 


~y FOR REGISTERED MAIL Os 
ee A 
, ' # 
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Saves Time and Money 


Manufactured only by 


DAVENPORT-TAYLOR MFG. CO. 


412 Orleans St. Chicago, Ill. 


BANKDRAFT LABELS - NAME PLATES - _ INDICATOR SIGNS 
AAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAA 


More BANKS 
SAVED 


FROM THE YEGG’S ATTACK 


First National Bank | Farmers & Merchants Bank | Ashville Savings Bank 
Sharon, So. Carolina Bismarck, Illinois Ashville, Alabama 


State Bank of Winnebago Cambria State Bank 
Winnebago, Nebraska Cambria, Illinois 


——_—~———— 


since the merger of the greatest 
line of protection ever assembled 


by 


ANAKINEPROTEX 


BURGLAR- PROOF PROTECTIVE EQUIPMENT 


DIVISION OF 
THE LAKE ERIE CHEMICAL COMPANY, CLEVELAND, OHIO,U.S.A 
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Farmers State Bank 
Camden, Indiana 
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Bond and Trust Operations 


(Continued from page 18 

Some bond departments ‘‘ dilute” 
their aggregate volume of sales with 
such a large proportion of small 
margin securities that they develop 
a high sales volume in dollars py 
little or no net profit—they drift 
into a condition of ‘‘ profitless pros- 
perity.”’ 

The trend of commission, or ‘‘trad. 
ing profit’? margins should be eare. 
fully analyzed. Types of such anal. 
yses are shown on an accompanying 
chart. 

The top chart reflects the trend of 
dollars of sales per year and the ay- 
erage commission profit per $1,000 
of sales. 

The lower chart reflects a more in. 
tensive study of the trend of ‘‘ mar. 
gins’’ by elasses of securities sold. 

The point in mind is to seleet such 
a proper ‘‘mixture’’ of securities 
that the average margin on total sales 
is maintained at a profitable level. 


Trust Departments 


It is not intended to diseuss the 
legal, or technical, phases of trust 
accounts, for a mass of material is 
available on that subject. From a 
standpoint of bank administration, it 
is important that the work of the 
trust department be properly organ- 
ized, and supervised, so that the 
transactions involved are handled in 
an efficient manner. 

The accompanying chart illustrates 
a functional organization plan fora 
trust department of a bank. Regard- 
less of the size of the operation, all 
of the activities are, or should be, 
carried on. 

Many trust ‘‘departments’’ are 
still so undeveloped as to require but 
part of the time of one individual. 
Others have grown to a size requir- 
ing the services of hundreds of in- 
dividuals. 

Regardless of size, however, the 
chart illustrates the proper organiza- 
tion principle, from a standpoint of 
functional activities, subdivision of 
work and lines of supervision. 

In small operations, one individual 
may perform several of the activities 
shown. In large operations, quite 4 
number of personnel is required to 
perform one of the activities. 

It will be observed that three 
major functions are involved: 

1. The development of trust ac- 
counts. The most effective methods 
consist of — 





a 


ma 
ing 
sele 
oth 

| 
pet 
9 


of va 
actué 
in d 
yari0 
Thes 
some 
office 
depa 
ers’ 
3. 
anal. 
ment 
and 
volv 
and 
reco 
of v 
the 
hear 
The 
tive 
trus 
thar 
the 
or t 
F 
ban 
whi 
and 
mo: 
sea: 
pal 
ing 
thi: 
ove 
rat 
con 
gre 
gre 
de’ 
ing 
ad 
tac 


pa 









() 


a. ‘‘Edueational work, pri- 
marily through mail cireulariz- 
ing of educational literature to 
selected lists of customers of 
other departments of the bank. 

b. Personal calls on pros- 
pects. 

9. Customers’ service on the part 
of various assistant trust officers who 
actually contact with the customer 
in discussing and developing the 
various features of the account. 
These are rail officers and function 
somewhat like assistant cashier rail 
oficers in the commercial banking 
department with respect to custom- 
ers’ relationship. 

3. Fiseal and office relates to the 
analysis of trust holdings, the invest- 
ment of trust funds and the handling 
and recording of all transactions in- 
volved. It is partly an investing 
and eustody operation and partly a 
recording operation. From the point 
of view of the personal trust client, 
the trust investment function is the 
heart of the trust department. 
Therefore, even more rigid protee- 
tive measures as to investment of 
trust funds should be inaugurated 
than in the investment function of 
the commercial banking department 
or the bond department. 

From the point of view of the 
bank as a whole, a trust department 
which has been correctly developed 
and brought to a seasoned stage, is a 
most satisfactory operation. Such 
seasoned, well-managed, trust de- 
partments have a substantial operat- 
ing profit ratio to gross income, and 
this profit rate is more stabilized, 
over a period of years, than the profit 
rate of other departments, whose in- 
comes and expenses are subject to far 
greater fluctuations. 

A trust department contributes a 
great deal to other departments. It 
develops deposit funds for the bank- 
ing departments and furnishes an 
additional source of customers’ con- 
tact through which many other de- 
partments can benefit. 


Service deserves compensation. 


Obstacles loom too big to all of us. 
Often a valuable suggestion is not 
adopted because some obstacle is 
pointed out. Most obstacles ean be 
overcome. Don’t let them stop you 
until convinced there is no solution. 
If there were no obstacles to over- 
come, the office boy could run the 
business—Henry L. Doherty. 
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-YALE- 


BANK 
LOCKS 


The STATE BANK OF CHICAGO 
equipped its Safe Deposit Vaults 
with Yale Double-Nose “Change- 
able-Key” Locks. 
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HIS representative installation is 


further proof of the definite security 
afforded by YALE BANK Locks. The 
country’s finest safe deposit vaults are 
Yale equipped. 


STATE BANK OF CHICAGO 
Graham, Anderson, Probst & White, Chicago, Ill. 
Architects 


E. A. Strauss & Son, Chicago, IIl. 
Bank Vault Engineers 


Mosler Safe Co., Hamilton, Ohio 
Builders of Vault Equipment 


THE YALE & TOWNE MFG. CO., STAMFORD, CONN., U.S. A. 





YALE MARKED IS YALE MADE 
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DRYTYPE STENCILS For 
Your DUPLICATOR 


Banks can improve the appearance of their mimeographing, and 
also lower the cost of that department by using our Superfine 
line of stencil paper and ink. 


a‘ Write for samples and prices, nam- p 
@ ing the duplicator you are using >> 


DRYTYPE STENCIL COMPANY INC. 


387 Broadway, New York City 




















Cac K team of The Franklin Trust Co., Philadelphia, that de- 
feated a team of the New Jersey State Police in a revolver contest. 


Interest Guards In Shooting 


OLICE officers and town guards need some 
target practice to keep themselves keyed up 
to their special task of protecting lives and money 


MAN whose duty it is to protect 
the lives and funds of a bank 
should not only know how to use fire 
arms, but should be keenly interested 
and proficient in their use. 

There is always the danger that a 
uniformed officer in a bank lobby 
may become so attached to his duty 
as guide and ‘‘glad-hand’’ man that 
he will forget the protective feature 
of his job. Cases are known where 
lobby officers who were fully armed 
failed to even notice the perpetrator 
of a crime against the bank, as he 
hurriedly left the building. 

It is important, therefore, that 
every officer who has the task of pro- 
tecting the bank and its employees 
and customers should have every- 
thing to encourage him to keep the 
protective feature on his mind. 

One method is to arrange a definite 


44 





schedule for target practice. If there 
is only one officer, possibly arrange- 
ments can be made for competitive 
target practice with local police, or 
with a local gun club. At any rate, 
something should be done to see that 
he uses his firearms frequently. 
Where a bank has several officers, it 
is easier to arrange a schedule of this 
sort. 


Franklin Trust Guards 
Practice Daily 


The Franklin Trust Co. of Phila- 
delphia, for example, has target 
practice every morning for its entire 
corps of police officers. The illus- 
tration herewith shows five of these 
officers, who as a team defeated a 
team of New Jersey state police at 
the Trenton barracks, Trenton, New 
Jersey, March 19. Naturally men 


who have had the thrill of such an 
experience are ready to do their pro- 
tective job whenever oceasion arises. 
They are much more alert. They 
enjoy their work much more, and s0 
are far greater protection to the 
bank. 

The Franklin Trust Co. is one of 
the first banks in the East to inaug- 
urate and specialize in armored car 
delivery of pay-rolls and collection 
of deposits. This bank now operates 
four armored cars which are on con- 
tinuous duty from 8:30 every morn- 
ing until midnight. Naturally a 
number of guards are needed for 
this service, as well as for protection 
of the bank and its branches. 

In smaller towns where no officers 
are employed by the individual 
banks, the vigilants or town guards 
are depended upon and they require 
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the same sort of treatment. In a 
great many cases, a local chairman 
of the protective committee is ap- 

inted without very much idea as 
to just what his duties should be. 

In some cases he is not given much 
information. In general, such an of- 
feer may well consider it his task to 
see that those appointed as guards 
have plenty of opportunity to use 
the fire arms and ammunition sup- 
plied by the banks for well-planned 
target practice and shooting con- 
tests. Usually guards enjoy this sort 
of thing. Otherwise they would not 
be selected for this work. And the 
more this work is kept in their minds, 
the more likely they are to be on the 
job when they are needed. 


Does Savings Business Pay? 
(Continued from page 16) 

of your net arises from savings de- 
posits. Do you know which accounts 
—individually or by groups—are 
making money for you and which 
are not? Can you decide, befor 
spending money to attract a certain 
individual savings customer or a 
group of them, whether the mineral 
will pay for the mining ? 

Fill in the answers to the ques- 
tions printed here. 

Banks which have analyzed their 
savings departments in this search- 
ing way seem, in the main, to have 
reached four interesting conclusions, 
as follows: 

1. As a whole, savings accounts 
do pay, and pay better than non- 
borrowing current accounts. 

2. A cost accounting system that 
gives proper division of overhead 
expense between savings and com- 
mercial departments has put many 
a commercial banking department 
on its toes and made it pay better. 

3. A recognition on the part of 
the directors that there is real profit 
in real savings accounts means in- 
creased activity and publicity that 
reflects favorably on all other de- 
partments. 

4. A proper cost accounting sys- 
tem for savings accounts means im- 
proved service in getting, develop- 
ing, and holding the profitable cus- 
tomer ; conversely, it means economy 
of waste in getting, attempting to 
develop and bothering to hold the 
unprofitable customer. 

Have you analyzed your savings de- 
partment? What have you discovered 
and what are you doing about it? Don’t 
everybody speak at once! 


Chase National And National 
Park To Merge 


Official announcement of the plans for 
merger of the Chase National bank and 
the National Park bank into an institution 
having the largest capital funds of any 
bank in the country and perhaps ranking 
second in total resources, was made recent- 
ly by Albert H. Wiggin, chairman of the 
Chase bank, and Charles H. MeCain, presi 
dent of the National Park bank. 

Following the completion of capital re- 
adjustments already voted, and the aequisi- 
tion of substantially all the stock of the 
American Express company, plans for 
which were announced recently by the 
Chase bank, the merged bank will have 
eapital of $105,000,000 and surplus and 
undivided profits of over $130,000,000. 

Together with its security affiliate, the 
Chase Securities company, with which the 
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Guard 
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Savings... 


The customers of the new 
Williamsburg Savings Bank of 
Brooklyn will be protected be- 
yond the remotest possibility of 
danger. For Sargent & Greenleaf 
Time,Combination and Secret Key 
Changing Sealed Key Safe Deposit 
Locks will guard their savings, 
their securities and their valuables. 



















SLLELELeir 
Address 


City 


Readers will confer a favor by mentioning THE JULY, 1929 BANKERS MONTHLY when writing to our advertisers 








Park Bank corporation is to be united, the 
enlarged bank will have total capital funds 
of more than $340,000,000, compared with 
capital funds of about $240,000,000 for the 
National City, the country’s largest bank 
from the point of view of total resources, 
and somewhat over $200,000,000 for the 
Guaranty Trust company. 


Mr. McCain, who is one of the younger 
New York City bank presidents, becomes 
president of the consolidated bank, while 
Mr. Wiggin will continue to hold the senior 
executive position as chairman of the board. 
Robert L. Clarkson, who is now president 
of the Chase bank, will become vice chair 
man of the board of directors. 


Mr. Dale Graham, assistant vice presi- 
dent of the National Park Bank of New 
York, has been appointed a director of 
the Financial Advertisers Association, 


Halsey McCormack & Helmer 
Architects and Vault Engineers 


A Safe Deposit Lock that is Completely Safe! 


Once installed, the S& G Secret Key Changing Sealed Key Safe Deposit Lock 
need never be removed. Its keys come in a tamper-proof envelope; their blades 
are sheathed in impression-proof metal scabbards. The renter, under the vault 
manager’s supervision, sets his own lock to the key he selects. The receipt card 
he signs is incontrovertible court evidence that his keys bore no identification 
marks when he received them, and that he was first to touch them. NOTE: This 
S &G Lock fulfills in every particular the requirements of the recent resolution 
of the New Jersey State Safe Deposit Association. Investigate—coupon below. 


Sargent « Greenleaf Inc. 






ROCHESTER NEW YORK 

Please send me a 

: : Good bank 
Good bank working model leohe or 
locks for Main of the S&G Se- Vault Day 
Vault Doors, eret Key Changing Sealed Gates, Emerg~ 
agg ee Key Safe Deposit Lock. Tz Bak 
Wickets and Boxes, Grille 
Cages. Name Gates. 









































Policies and Methods Applicable To 
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Lower Commodity Prices Forecast 


Rise In Bond Prices 


T is surprising to learn how many 

bondholders regard bonds as a 
necessary evil. This applies more to 
bankers than to individuals. Most 
individuals remain ignorant of flue- 
tuations while bankers, with their 
bank lists in mind, become worried 
but at the same time ask themselves 
what else they can do. 

It is impossible for an investor to 
hit the highest and the lowest ex- 
actly, but any banker who dismisses 
the question as hopeless is not doing 
his bank justice. 

Swings in the bond market do not 
turn overnight. Nearly always there 
is ample warning of changes in 
trends. Successful bank investment 
policy is built upon the relationship 
of these longer swings in the bond 
market to the swings in demand for 
bank accommodation at home. 

Investment policy calls for inde- 
pendent study. Information gained 
from salesmen is valuable only as it 
is integrated with what a banker al- 
ready knows, and if one bond sales- 
man suffers from this, another will 
profit and possibly in the end more 
bonds will be purchased. 

Country bankers will find that 
salesmen can be divided into two 
classes—those who become impatient 
when meeting with an opinion dif- 
ferent from their own and those who 
do not. 


How Commodity Prices 
Forecast Bond Prices 


A man who formulates his own in- 
vestment policy instead of adopting 
somebody else’s must have some sort 
of liking for figures which look 
rather dry and dusty to some people. 
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By ELDRED M. KEAYS 


Investment Counsel, The Milwaukee Co., Milwaukee, Wis. 


T is impossible for an in- 

vestor to hit the highest 
and the lowest exactly, but 
any banker who dismisses the 
question as hopeless is not 
doing his bank justice. 


Swings in the bond market 
do not turn overnight. 


Nearly always there is ample 
warning of changes in trends. 


Successful bank investment 
policy is built upon the rela- 
tionship of these longer swings 
in the bond market to the 
swings in demand for bank 
accommodation at home. 


vvv 


Some of the financial pages in the 
newspapers these days carry a rather 
dry looking column of figures under 
the heading of ‘‘Commodity Price 
Indexes.’’ If a banker is not fa- 
miliar with these figures, he may be 
buying the wrong kind of bonds for 
his bank without knowing it at all. 

Bond prices have a direct relation- 
ship to commodity prices. The 
reason for this is that, as commodities 
go down, the purchasing value of the 
coupons attached to bonds becomes 
higher and so are more desirable. 

Last year, it would have taken 100 
semi-annual coupons of $25 each to 
purchase a certain high grade auto- 
mobile. And this year that automo- 
bile, in an improved model, can be 


purchased for about 90 


coupons. 


of such 


Bond Coupons Have Materially 


Increased In Value 


The value of a bond coupon, as of | 


anything else, is measured by what 
it will buy. Bond coupons represent 
dollars paid to the bondholder at 
specified times in the future, and if 
dollars are going up in purchasing 
power, the result in bond _ prices 
should be apparent. 

As if to corroborate these figures, 
a certain financial and trade news. 
paper, picked up at random the 
other day, contained articles which 
began like this: 


‘*Fresh liquidation lowers grains | 


—May wheat at new lows for season. 

Corn prices show fresh liquidation 

because of weakness of wheat.’’ 
‘*Tin lowest in price since 1923.” 
‘*A reduction by $3 per ton was 


the only change in lead over the past | 


week. The markdown came early in 
the week and therefore the market 
was steady and rather quiet.”’ 

‘‘The situation in the automobile 
liability insurance field is still far 
from settled. The downward trend 
of the rate level has been checked at 
the point of 10% off the Mareh 2% 
rates.’’ 

‘*An early and determined effort 
on the part of trade interests to rally 
the rubber market yielded only tem- 
porary results. Heavy April ship- 
ments from the Far East were stated 
by a trade authority to be an w.- 
favorable factor.’’ 

‘*A decrease of a little more than 
1% was noted in the retail food 
price index during the month.”’ 
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The same newspaper notes the 
srength in the copper market. All 
priees are not coming down. It 
would be a disastrous world if this 
were true. Enough are coming down, 
however, to indicate a gentle trend, 
and it is this gentle trend that should 
interest the bond buyer very much. 

Bonds have performed handsomely 
in the few weeks preceding the time 
when this is written. Nothing can 
illustrate better than the prices of 
our own government issues, with 
which every banker should be fa- 
miliar. Long-term issues have done 
the best, and that is a promising sign 
for a bond market next winter. 


Why The Outlook For Bonds 
Is Bright 


The normal trend of commodity 
prices is downward—always down- 
ward because, given settled condi- 
tions, men have learned to produce 
more goods at less cost. Major in- 
terruptions come almost entirely 
from wars. There are minor 
turbances from time to time, such as 
the credit disturbance over the last 
year and a half, but with the long- 
term trend in view, an_ investor 
should be able to make a very fair 
estimate as to the swings in the bond 
market. 

These swings mean little to an in- 
dividual who has no use for his 
money in anything other than in- 
vestments. On the other hand, these 
swings mean a great deal to the 
banker who transfers funds from in- 
vestments to borrowers and vice 
versa and can make more money, if 
he does so at opportune times. 


dis- 


Receipts As Collateral 


(Continued from page 20) 
Maryland and Louisiana. No other 
state so protects the holder of the 
trust receipt. 

Furthermore, the warehouseman 
has an emphatie liability for negli- 
gence, for example, in failure to take 
care of the goods or in miscounting 
the goods. Although it may be dif- 
fieult to define the exact limits of 
this liability, it certainly will be ae- 
cepted without question that the 
warehouseman is a bailee for hire, 
and having in many states a status 
akin to that of a public utility, has a 
greater responsibility in law than a 
private citizen holding goods under 
a trust receipt amounting to no more 
than a simple contract with the 
creditor. 
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A NATIONAL CITY 
MAN CAN HELP YOU 


»»e- When your customers 


want to invest 


Many of your customers naturally expect you 


to have at your fingertips a host of investment 


suggestions to aid them in putting their sur- 


plus funds to work. If you are not in position 


immediately to make such 


you need do is telephone The National City 
Company’s nearest branch office. Here a man 


experienced in sound investments will gladly 


suggestions, all 





help you solve the problem. You should be 


able easily to meet your customers’ needs 


from our widely diversified investment list. 


The National 


City Company 


National City Bank Building, New York 


Offices in more than 50 leading cities throughout the world 


BONDS + SHORT TERM 


NOTES +» ACCEPTANCES 








Used As Security For Personal 
Loans 


The outstanding fact that is ap- 
parent in any balancing of ware- 
house receipts against trust receipts 
is that warehouse receipts are avail- 
able for any legitimate method of 
hypotheeation, whereas by law the 
use of the trust receipt is restricted 
to a very limited class of eases. 

Perhaps the greatest use made of 
the warehouse receipt is where the 
owner of the goods wants to borrow 
money and hence places them in a 
warehouse and causes receipts to be 
issued to the bank. In other words, 
the borrower is the original owner 
of the goods, often the manufacturer, 
and such title as goes to the bank 
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comes from the borrower as the 
original owner. 

This is the very situation where the 
trust receipt can not be utilized. The 
decisions are unanimous to the ef- 
fect that, where the borrower is the 
original owner of the goods, the trust 
receipt is utterly invalid. It is essen- 
tial under all the decisions, that the 
party who holds the goods in trust 
shall have had merely the possession 
of them and that at no time shall he 
have had title, but that on the con- 
trary this title must have come to 
the bank from a third party. The 
result is that practically the only 
situation where a trust receipt is 
used in business today arises out of 
an importation where goods are sent 
to this country with bill of lading 


47 









THE BANKER’S 





DATE EVENT PLACE 

July 19-20 Montana Bankers Association Billings 
Aug. 30-31 Wyoming Bankers Association Sander 
Sept. 11-12 Indiana Bankers Association Evansville 
Sept. 00-00 Delaware Bankers Association Rehoboth 
Sept. 23-25 Morris Plan Bankers Association White Sulphur Springs, Va. 
Sept. 30- 

Oct. 3 American Bankers Association San Francisco 
Oct. 13-19 Investment Bankers Association Quebec 
Oct. 00-00 Arizona Bankers Association Phoenix 
Oct. 30- 

Nov. 2 Financial Advertisers Association Atlanta, Ga. 
Nov. 7-8 Fifth Mid-Continent Trust Conference Detroit, Mich. 














A Record 


of Corporation 
Financing 


This 48-page booklet pre- 
sents a record of Corpora- 
tions which have _ been 
financed by A. C. Allyn 
and Company. 





It is a record of accom- 
plishment of which we 
are justly proud. It is a 
testimonial to the honesty 
of purpose, painstaking 
selection and interested 
service which has always characterized this 
organization. 


The same constructive banking counsel and the 
same broad facilities which have made this record 
possible are available to banks for the solution of 
their own investment problems. 


You are invited tosend foracopy, 
either for yourself or for cor- 
porations among your customers, 
which contemplate financing by 
issuance of bonds or stocks. 


AC.ALLYN*“» COMPANY 


INCORPORATED 
Investment Securities 


67 West Monroe Street, Chicago 


New York Boston Philadelphia Detroit 
Milwaukee St. Louis Minneapolis San Francisco 
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in favor of the bank and the 2o0ds 
upon the bank’s order subsequently 
delivered into the possession of the 
borrower—all rights of ownership 
having come to the bank direetly 
from the importer and not from the 
borrower. 


Title Must Pass From Third 
Party 


Many banks have seemingly no 
recognized the distinction between 
accepting a trust receipt given for 
goods whose title passed from a third 
person, to-wit, a foreign exporter, 
and a trust receipt for goods the 
legal title to which passed to the 
bank direct from the debtor himself. 
Where the situation is of the latter 
class the courts are unanimous in 
declaring that the trust receipt is in. 
valid and that the bank will not be 
protected against third party claim. 
ants. 

The only cases where the holders 
of trust receipts have been allowed 
to prevail against the ultimate pur. 
chaser or his trustee in bankruptey 
have been those where the title of 
the holder of the trust receipt was 
derived from some one other than 
the debtor. 

Where the trust receipt represents 
simply a deal between the debtor and 
the bank and there is no third party 
holding the original title and _pass- 
ing that title to the bank, the trust 
receipt becomes at its most a chattel 
mortgage which is thrown out as in- 
valid because not recorded as re- 
quired by the recording acts. 

The danger in dealing with a trust 
receipt from the bank’s point of 
view is that unless the trust receipt 
is utilized in the limited case in 
which the law allows its use, the 
whole transaction becomes invalid 
either as a pledge, which is invalid 
because the bank has given up pos- 
session, or as a chattel mortgage, 
which is invalid because the instruv- 
ment is not recorded. 

The bank under a trust receipt 
eannot prevail against third party 
claimants in any cases except the 
limited ones where title to the goods 
has come to it from a third party 
rather than from the borrower; and 
even in these cases the bank will not 
prevail in such states as Illinois and 
Ohio unless the trust receipt is 
acknowledged and recorded as 4 
chattel mortgage, nor will the bank 
prevail in such states as New York 
and Massachusetts if the borrower 
is in the position of an agent for sale 
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and disposes of the goods to a third 
rty who accepts them for value in 
good faith. 

All these difficulties are avoided 
f the goods are placed under a ware- 
house receipt issued by a warehouse- 
man authorized to engage in this 
business and strictly accountable for 
his duties to the bank as the holder 
of the warehouse receipt under the 
Uniform Warehouse Receipts Act. 

Particular emphasis may be placed 
on the fact that the warehouse re- 
ceipt is a standardized instrument, 
recognized everywhere, accorded 
everywhere the same rights and 
charged with the same obligations, 
under the Uniform Warehouse Re- 
ceipts Act. The trust receipt, in 
eontrast, is frequently an uncertain, 
unfamiliar piece of paper, hybrid in 
its legal conception, susceptible often 
to varying interpretations, and 
best a weak form of evidencing col- 
lateral for a loan. 

Warehouse receipts, moreover, 
have normally the financial backing 
of substantial warehouse corpora- 
tions behind them and the receipts 
themselves are often protected by 
bonds against the culpable negli- 
gence or other default of warehouse- 
man or warehouse employee. These 
safeguards...assuring to the bank 
the security of the goods themselves 

..are in addition to the eredit and 
integrity of the borrower. But under 
the trust receipt the bank must trust 
exclusively to the eredit and in- 
tegrity of the borrower and should 
these fail, all fails. 


Dividends From Air 
Travel 


(Continued from page 23) 
cidentals, approximates $175. Ex- 
clusive use of a compartment or 
drawing room, which is not at all un- 
usual, will increase the cost to near 
$300. Suppose we assume a cost of 
rail travel at $175 and (remember- 
ing it is merely an assumption) a 
cost twice that amount or $350 for 
the air-rail service. How about the 
net ? 

Our banker invests $175—the ex- 
cess of air-rail cost over all rail 
travel—and his return is the saving 
of two $250 days. 

The earning of $500 in two days 
on an investment of $175 is at the 
rate of 285% or 142.5% per day. 
Speaking of the saving in another 
way, the banker makes a profit equal 





































ARV EYCAR . 
MOTOR CRUISE 


\ 
REAL off-the-beaten path motor tour through \/ 
the fascinating and unspoiled scenic regions has 
of the Southwest. A day, a week or a month.., 
Trained couriers— hostesses as well as guides ac- 
company every car. Complete comfort without 
thought for detail. Specially equipped cruisers 
are used and limited to four guests to a single car. 


For the discriminating traveler a Harveycar 
Motor Cruise holds the key to the carefree enjoy- 
ment of the Southwest frontier wonderland. 

The Santa Fe-Harvey Company Courier Service is 
unique in the Travel world —a delightful feature of 
Harveycar Motor Cruises and The Indian-detour. 








Santa Fe Summer Xeursions daily 
to the Far West 


clip and mail this coupon 


MY VY VY VV VV VV VV I VV VY 
Santa Fe-Harvey Co., 

Santa Fe, New Mexico 
Please send me Harveycar Motor Cruise booklet and map. 
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Now, in St. Louis, 


a greater bank places 
enlarged facilities and ability 
to serve at the disposal of old 
clients and prospective patrons... 
‘Mercantile and Commerce’ 


were synonyms for service~ 


“Mercantile-Commerce carries on 


Mercantile-Commerce 
Bank and Trust Company 


Locust ~ Eighth~ St. Charles 
St. Louis 





to the interest on $10,000 for one 
year at 5% by his $175 investment 
in travel cost. 

Then having made the air-rail 
journey in one direction, he must re- 
turn to his home. Another $175 in- 
vestment and he doubles his profits. 
He can report to his board of direc- 
tors the earning of an amount equa! 
to the interest on $20,000 for one 
year at 5% and all within a week’s 
time—two days travel in each direc- 
tion and two days at his destination. 

The figures are not mere theory. 
They are actual savings made pos- 
sible by the employment of the bank- 
er’s day to its greatest efficiency. 


aiiamaiiaesiiaalle’ 
Only one assumption is necessary in 
the ealeulations—the assumption 
that the banker makes use of his time 
at destination with the same effi- 
ciency used behind his own desk. 
Those are the purely material 
gains. We have not considered the 
‘‘intangibles.”’” Perhaps his trip 
was for the purpose of interviewing 


some particularly desirable  cus- 
tomer. How much ean we add to 


the profits because of the personal 
contact? Perhaps 1% of the amount 
of the prospective account. In many 
cases 5% would not be an illogical 
figure. 

Perhaps the journey is for the 


purpose of attendin, a convention— 
a bankers convention where ideas ars 
brought out, and excellent sugges. 
tions for increasing the ‘‘net’’ are 
made. Your banker may follow the 
proceedings of the convention in the 
press or in his trade publications byt 
how much must we add to his profits 
again when he is able to attend the 
proceedings in person and make his 
own interpretation. 

Such a_ bankers’ convention js 
planned for this fall in San Fran. 
cisco. Transcontinental Air Trans. 
port, operates in connection with the 
Pennsylvania and Santa Fe rail. 
roads (and perhaps some other trans. 
continental air carriers will be op. 
erating by then) with service direct 
from New York and other Eastern 
seaboard cities to San Francisco, It 
will be possible to test out the eal- 
culations with the actual transpor- 
tation costs as a basis. 

Any attempt to reduce the value 
of the greater knowledge that may 
be obtained of America, its scenic 
beauties, and its enormous expanse, 
to terms of dollars and days, would 
be futile. Even a banker could not 
place a ‘‘net earning’’ value on the 
sight of the Grand Canyon from the 
air; he could not reduce to pereent- 
age terms a day’s flight through the 
mountainous splendor of Arizona 
and New Mexico. 

Your banker demands his comforts 
with his traveling and here again 
commercial aviation seems to have 
had him in mind. Taking T. A. T. 
again as an example, comfort and 
convenience have been emphasized as 
much as speed. Connections between 
train and plane have been arranged 
at Columbus, the most Eastern 
transfer point, directly at the air- 
port. 

At other transfers, an aero car 
fashioned to resemble an airplane 
carries passengers between railroad 
station and airport. Meals prepared 
by the Fred Harvey Co., which op- 
erates the justly famous dining cat 
and restaurant service of the Santa 
Fe, will be served aloft to pas- 
sengers. 

Interior arrangements of planes 
are comfortable and commodious. 
Reclining-backed chairs with head 
rests, magazine files, newspapers 
placed aboard at frequent stops. 
radio communication aboard each 
plane placed at the disposal of the 
passenger for commercial use, 4 
uniformed attendant to care for per- 
sonal wants—conveniences equal to 
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the best of the «Jue ribbon trains. 

The air lines nave still another ad- 
vantage not found in rail trave!. 
They are private carriers and have 
not the obligations imposed upon 
railroads and other common carriers. 
They are, therefore, able to offer a 
more exclusive service, 

There are other aviation possibil- 
ities which the banker may discover 
as the industry progresses. A survey 
of a parcel of land on which a loan is 
requested is more accurately made 
from the air than from the ground. 
An exact idea of the layout of a city 
is obtained from the air and business 


arrangements with clients ean be | 


based on a knowledge of their loca- 
tion and the future possibilities of 
their section of the city. 

The banker, in his eternal search 
for ‘‘net earnings’’ will no doubt be 
able to adopt the airplane with more 
and more frequeney and will de- 
mand perfection of the plane to his 
special uses as the industry advances. 


Tom K. Smith Becomes President 
of Boatmen’s National 


The Boatmen’s National Bank of St. 
Louis has purchased the investment firm of 
Kauffman, Smith & Co. and is merging it 
with the investment department of the bank 
to form a new unit which will be called the 


TOM K. SMITH 


Boatmen’s National Co. and will operate as 
the investment division of the bank. 

In the reorganization plans, Julius W. 
Reinholidt, formerly president of the Boat 
men’s National Bank becomes chairman of 
the board. Tom K. Smith, formerly vice 
president of Kauffman, Smith & Co. be 
comes president of the bank, and Harold 
M. Kauffman, formerly president of Kauff 
man Smith, becomes president of the Boat 
men’s National Co. 
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NE of the many surprising 
vistas in the largest single 
banking room in the world — 





m UNION .TRUST« 


CLEVELAND 
Resources over $300,000,000 
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$0 MANY BANKS ARE MEET- 
ING THEIR CLIENTS WISHES 
IN THIS MATTER OF CHECKS 


It is only natural that business men like to use checks of good appear- 


ance . . . like to have their checks convey a proper indication of the 


standing of their bank, which in turn reflects their own standing . . . 


like to have their checks suggest dignity, progressiveness, stability. 


We know that many banks are meeting the wishes of their clients 


in this matter of distinctive checks, because the majority of banks in the 


largest cities of the country, as well as hundreds of the better class banks 


in other cities, are using La Monte Safety Paper. 
We’ve prepared a little booklet, 4-G, which we want you to send for. 


It’s free ... and you should have it, because it shows how other banks 


have used La Monte National Safety Paper to achieve distinctive checks. 


It’s easy to have individual, prestige-building checks by using 


National Safety Paper. The wavy lines insure La Monte quality and dis- 


tinctiveness. George La Monte and Son, 61 Broadway, New York. 
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NATIONAL SAFETY PAPER 
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‘*A week for every state and a business 
show for every business day,’’ was the pro- 
gram adopted by the BANKERS’ INDUS- 
TRIAL EXPOSITION which occupies the 
fifteenth story in the Salmon Tower Build- 
ing at 11 West Forty-second Street, New 
York City, according to an announcement 
issued by the officers of the organization. 
J. Maxwell Gordon, president of Bank- 
exposition, Ltd., New York City, heads the 
exposition. Beginning with September 9th, 
the entire year has been allotted among 
the forty-eight States with one week to be 
devoted exclusively to the industries and 
banking problems of one particular state. 

THE IRVING TRUST CO., of New 
York, has announced the election of Wil- 
liam H. English, chairman of the finance 
committee of the Paramount Famous Lasky 
Corporation, to its board of directors. 
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Colman Mockler, special representative 
of the MERCANTILE-COMMERCE 
BANK and TRUST CO. of St. Louis, was 
elected to the Executive Council of the 
American Institute of Banking at its an- 
nual convention at Tulsa, Okla., recently. 


FRANK FUCHS, advertising manager 
of the First National Bank in St. Louis, 
and a director of the Financial Advertisers’ 
Association, was elected vice president of 
the St. Louis Advertising Club, at a recent 
election of officers. 


JOSEPH R. KRAUS was elected presi- 
dent of the Association of Reserve City 
Bankers at the conclusion of the annual 
meeting on June 12. Mr. Kraus is vice- 
president and executive manager of the 
Union Trust Co., Cleveland, Ohio. 


Charles A. 


E. W. Edwards Elected President 

The Fifth Third Union Trust — 
Co., Cincinnati 

E. W. Edwards will succeed the late 

Hinsch as president of Tho 

Fifth Third Union Trust Co., Cincinnati, 


Ohio. 


In order to de. 
vote all of his time 
to his new duties, 
Mr. Edwards will 
resign as president 
of The Edwards 
Manufacturing Co, 
and seven other 
organizations of 
which he is presi 
dent. 

Mr. Edwards 
brings to his new 
trust fifteen years 
of actual contact 
with large scale financing, having been 
elected a director of The Union Trust Co, 
in 1915 and continued as a director of The 
Fifth Third Union Trust Co., after the 
merger of The Fifth-Third National Bank 
and The Union Trust Co. in February 1927, 





E. W. EDWARDS 


Mr. Edwards becomes the president of 
three companies—The Fifth Third Union 
Trust Co., The Fifth Third Union (Co., 
which is the investment department of the 
institution, and The Fifth Third Union 
Safe Deposit Co. 


Bank Distributes Copies of 
Peace Treaty 


Believing that the Kellogg Peace Treaty 
is of international importance and that it 
will occupy an exalted place in the minds 
of both this and future generations, the 
Central National Bank of Cleveland receut- 
ly sent out a beautiful lithographed copy 
of the Treaty to correspondent banks, 
lawyers, libraries and Junior high schools. 

Many letters since received by the bank 
testify to the interest and good will which 
was thus created. 


The stockholders of THE FIRST NA- 
TIONAL BANK of Boston have voted to 
reduce the par value of the stock from 
$100 to $20, with a corresponding increase 
in the number of shares; to increase the 
capital by issuing $2,500,000 new stock to 
be offered to stockholders at $60 per share 
on the basis of one néw share of the pat 
value of $20 for each ten shares of the 
par value of $20 owned on May 29, the 
new stock to be paid for July 1; and to 
provide for the transfer of the capital 
stock of The First National Corp., to be 
held in trust for the benefit of the bank 
stockholders as from time to time consti- 
tuted. 


To provide for the expansion of per 
sonnel and facilities necessitated by recent 
growth in business, ALBERT FRANK & 
CO., established in 1872 and one of the 
oldest advertising agencies in the country 
has opened its new offices at 165 Broadway. 
New York, where the firm has taken con- 
siderably larger space than that previously 
occupied. 
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Hotels Conveniently Located 
For A. B. A. Convention 
San Francisco is provided with an un- 


ysually large number of excellent hotels 
within a short distance of the A. B. A. 





A view of San Francisco from little Italy 


Convention hall, a circumstance that ob- 
viates the necessity of exerting special ef- 
fort to secure particular reservations, and 
a condition existing in but few other cities 
in the United States. There are in fact in 
San Francisco more than half a dozen such 
hotels conveniently grouped about conven- 
tion headquarters, all of which are of more 
recent construction than the headquarters 
hotel itself. 


Mutual Banks Advocate 


Increased Banking Powers 


The greatest gathering of mutual sav- 
ings bankers ever held in this country re 


cently took place at 


Saranae Inn, N. Y., 
where a business pro- 
gram involving far- 
reaching suggestions 
for the benefit of their 
12,000,000 depositors 
was followed. It was 
shown that the mutual 





trolling almost $9,000,- 
000,000 of deposits in 
R. L. HOQUET 17 states, favor a con- 


President, National Associa- 
tion of Mutual Banks 





siderable extension of 
their banking powers 
Many of them believe that the mutual 
banks should take on trust functions and 
checking privileges. 

It is interesting to observe that the 
mutual banks continue to maintain their 
leadership in total of savings deposits. Dis- 
tribution of savings for the whole country 
was as follows on a recent date: 

Per cent 
of total 


Mutual Savings Banks..........30.51 
PS ccna ccs as exadawe 26.74 
Trust Companies............... 14.36 
ok 00.06 
National Banks........ ...... 28.33 

















Engineers National Bank Building 


“A National Bank 


for All People 
and All Business” 


is ringing true for new business is 
A. JOHNSTON 


President coming to us daily, through the 
strength of this statement. 


C. STIRLING 
SMITH 


Executive Vice We shall appreciate your busi- 
President 
ness also. 


ENGINEERS NATIONAL BANK 


OF CLEVELAND 


St. Clair Avenue and Ontario 
Broadway and East 55th Street 














savings bankers, con- | 











NEED 
ENVELOPES ?| 


HECO ENVELOPE CoO. 
4500 CORTLAND STREET 
CHICAGO 
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From left to right—E. A. Hintz, treasurer, Alva Maxwell, Chas. Eastman, Preston E. Reed, I. I. Sperling, Carl Gode, Chas. 
McMahon, general chairman, H. W. Kitchell, Chas. Wetterau, president, Frank Fuchs, Earle Bryson, first vice president, Fred 
Staker, Ethel Scully, H. Ennis Jones, Clinton Berry. Officers and directors of the Financial Advertisers Association as they 
appeared at the last executive meeting. 
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Fr. A. A. Organizes Bank 


But only for the annual convention. Members will be asked 
to work out a plan for advertising and new business work. 


HYPOTHETICAL bank, 

an ‘affiliated investment 
pany, has been organized by the 
Financial Advertisers Association 
for the purpose of its annual conven- 
tion which will be held in Atlanta, 
Georgia, October 30-November 2. 
As each delegate registers, he will be 
given a share of stock in the bank. 

It will be assumed that the bank 
has been properly organized, adec- 
quately capitalized and ably manned, 
but being new, has neither good will 
nor ill will. The problem before the 
stockholder-delegate, therefore, will 
be one of launching and advertising 
a new business plan for the develop- 
ment of this institution. 

Speakers, appearing as representa- 
tives of various departments of the 
bank, will outline their ideas for 
building a strong financial organiza- 
tion. Plans will be laid for the 
future of the commercial, foreign, 
savings, trust, and investment de- 


with 
com- 
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By PRESTON E. REED 


Executive Secretary, Financial Advertisers Assn., Chicago 


partments. No phase of a large 
bank’s interests will be overlooked. 

‘*What to do and how to do it’’ 
will be the theme of the entire pro- 
cram. How to. build will 
through institutional advertising as 
well as how to merchandise each 
banking service will be treated. 

The program, on the first day, will 
develop ways of selling the institu- 
tion to the stockholders, directors, 
officers, and employees as well as to 
the public. A foundation for the ad- 
vertising campaign will be laid by 
making an advertising audit of the 
new bank to ascertain its advertising 
Once these are discovered, 


good 


assets. 
the preparation of a campaign can 
be easily developed. 

Following the general sessions, de- 
partmental meetings will be held. 
These meetings will be laboratories 
for the study of specific problems in 
business building. There will be de- 
partmental sessions for the savings. 





foreign, commercial, trust and in- 
vestment departments. 

In fact, this convention will be a 
clinie with a bank as the patient and 
the delegates as the physicians. The 
plan is unique among convention 
programs and will no doubt be of 
interest to the bank officers as well 
as advertising executives. 

The following constitute the Con- 
vention Committee 





General chairman—Charles H. MeMahon 
First National Bank, Detroit, Mich. 

Program chairman—I, I. Sperling, Cleve 
land Trust Company, Cleveland, Ohio. 

Attendanece—Publicity chairman— 
H. Fred Wilson, Continental Illinois Bank 
& Trust Co., Chicago. 

Advertising chairman—J. M. 
Northern Trust Company, Chicago. 

Selling chairman—Thomas J. Kiphart, 
Fifth-Third Union Trust Company, Cit 
cinnati. 

Entertainment chairman—A. G. Max 
well, Citizens & Southern National Bank, 
Atlanta, Ga. 


Easton 
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STOCKHOLDER’S wife overdraws. A 

valued savings depositor checks beyond 
his balance. A steady bond buyer adds a 
deposit twice. 


Common mistakes. Will you refuse these over- 
drafts? Do you refuse any overdraft without 
risking loss? 

The Kardex Central Information File indicates 
the proper handling of overdrafts. Itsafeguards 
good will. Every scrap of information you have 


verdrafts Allowed é 


VAVVUUALL VUE 


' 


2 





about a depositor is centralized here for = 
reference. 

How his name is spelled... his correct address 
... where he has banked and is banking now... 
his influence upon other accounts . . . his use 
of your services . .. his prospective business. . . 
his past history, good or bad. 

A Kardex “C.I.F.” becomes the “first aid sta- 
tion” of a bank. Every officer and every clerk 
depends upon it. You will spend an interesting 
half-hour reading the details. Use the coupon. 


KARDEX 
‘Division 
REMINGTON RAND BUSINESS SERVICE Ime. 


BUFFALO, NEW YORK 
Branch Offices in Principal Cities 


KARDEX VISIBLE DIVISION, REMINGTON RAND BUSINESS SERVICE INC., Buffalo, N. Y. 
I shall be glad to look over your book on the Kardex Central Information File. 


Signed 


City 


Bank____ 


_ State 
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The Heritage of Years 








Watter W. Heap 
President 


INCE 1879 this old progressive bank 
has preserved its identity and its ideals. 
The sound judgment which it exercises 


when handling the business of correspon- 
dents and its thorough knowledge of local 
conditions are the heritage of a span of fifty 
years. Inquiries from banks and bankers 
are invited. 


Oscar H. Haucan 
Chairman of the Board 


Leroy A. Gopparp 
Vice-Chairman 


Watter J. Cox 
Executive Vice-President 


State Bank of Chicago 


A Trust Company 
LA SALLE AND MONROE STREETS 


Member Federal Reserve System 


CapiraLt, Surptus 


AND UnDIVIDED 


$13,700,000 | 


Over 


PROPITS 








Holding Company Takes Over 
Guardian Group Stock 


A reorganization plan whereby the 
Guardian Detroit Group, Inc., Detroit, a 
holding company, has been formed to take 
over the entire capital stock, except direc- 
tor’s qualifying shares, of all corporations 
comprising the Guardian Group, has been 
declared operative by the reorganization 
committee. 

More than 96% of the unified stock of 
the Guardian Detroit Bank, Guardian Trust 
Co. and Guardian Detroit Co. has been de- 
posited with the Guardian Trust Co. deposi- 
tary, for which certificates have 
been issued. 

It is expected that the new stock will be 
placed on a dividend basis beginning July 1, 
next. 


interim 
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THE GUARANTY TRUST CO. of New 
York will increase its capital stock to 
$90,000,000. The increase of capital stock 
being $20,000,000, or two hundred thou- 
sand shares, were offered to stockholders 
of record at the close of business on June 
24, 1929, at $500 a share, for subscription 
and payment ratably in the proportion of 
their respective holdings. The date of the 
issue of the $20,000,000 inerease will be 
July 22, 1929, payment to be made on or 
before that date. 

THE INTERSTATE TRUST CO. of 
New York, which had the distinction when 
formed two and a half years ago of being 
the first trust company to enter the Wall 


Street district in nine years, moved re- 


cently to 37 Wall Street, where it will 
occupy commodious quarters formerly oc- 
cupied by the Equitable Trust Co. 


F. A. A. Organizes Bank 


(Continued from page 54) 
Transportation chairman—E. A. Hint, 
Peoples Trust & Savings Bank, Chicago 
Til. , 

Exhibit chairman—J. V. Holdam, Chy 
tanooga Savings Bank and Trust Company, 
Chattanooga, Tenn. } 

Vice chairman—W. G. Murrah, Fourth 
National Bank, Atlanta, Georgia. 

The following are Chairmen of the jp. 
partmental sessions: 

Trust development—H. F. Pelham, (it; 
zens & Southern National Bank, Atlanta, 

Investment departmental—John J. Foley 
A. C. Allyn and Company, Chieago, 

Vice chairman—George Dock, Jr., Wj. 
liam R. Compton Company, New York City. 

Savings departmental—H. Fred Oltman, 
Grand Rapids Savings Bank, Grand Rapids 
Mich. 

Commercial departmental—Don Know. 
ton, Union Trust Company, 
Ohio. 

Business development—E. V. Newton, 
Cleveland Trust Co., Cleveland, Ohio, 

Trust advertising—Leopold Chambliss, 
Fidelity Union Trust Co., Newark, N, J. 

Advertising fundamentals—Cedrie 4. 
Morris, Union Trust Co., Detroit. 

The Atlanta advisory committee is com 
posed of: 

Robert F. Maddox, chairman of board, 
Atlanta & Lowry National Bank, Atlanta, 

J. K. Ottley, president, Fourth National 
Bank, Atlanta. 

H, Lane Young, vice president, Citizens 
& Southern National Bank, Atlanta. 

R. G. Clay, president, Fulton Nationa 
Bank, Atlanta. 

A. J. Orme, president, Atlanta Trust Co, 
Atlanta. 

On the Atlanta Central Committee are: 

Alva G. Maxwell, vice president, Citizens 
& Southern National Bank, chairman. 





Cleveland, 





' 


Harry H. Johnson, vice president, At | 


lanta & Lowry National Bank, Atlanta. 
Robert Strickland, vice president, Fourth 
National Bank, Atlanta. 
F. W. Blalock, vice president, Fulton Na 
tional Bank, Atlanta. 


P. H. Winter, treasurer, Atlanta Trust 


Co., Atlanta. 


Directors Should Fix 
Interest Rates 


In the course of examination, we find 
that very often bank directors fail to fs, 


either by resolution or by-law, the rate | 


of interest to be paid upon savings and 
time deposits. 

While this may not mean necessarily 
that a uniform rate of payment is not 
maintained, we have found that in some 
eases varying rates of interest are being 
paid and many times an exorbitant rate 
seriously affecting the earnings of the 
bank. Usually the bank is one which ¢al 
ill afford to pay more than the prevailing 
rate of 3%. 

Directors should prescribe by their by: 
laws the rate to be paid and officers must 
not deviate from the rate so fixed. 

Only profitable banking is sound bank 





ing.—Oscar Nelson, Auditor of Public Ae 
counts, Banking Department, State 0 
Illinois. 
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Harold E. Wood Joins Foreman 
Securities Co. 

Harold E. Wood has been elected as vice 

president and director of The Foreman 


Securities Co., completing the executive 
personnel of the 


company. Mr. 
Wood will be one | 
of the three active 
heads of this in- 
vestment banking 
organization. The 
other vice presi- 


dents are Robert Bb. 
Whiting and Ed- 
win M. Stark, who 
are now vice presi 
dents of the Fore- 
man‘ Trust and | 
Savings Bank. | 
These two will also be on the directorate 
of the company. 





HAROLD E. WOOD 


Hibernia Trust Co. Organized 


The Hibernia Trust Co., 57 William 
Street, New York, just organized, starts 
with a paid-in eapital of $3,000,000 and a 
surplus of $2,000,000. Affiliated with it 
from the start will be the Hibernia Invest- 
ing Co., which will engage in a general un 
derwriting and security business. 

Philip De Ronde, director of the Empire 





Trust Company and the United 
Fidelity & Guaranty Company, is president 
of the Hibernia Trust Co. Eugene Kin- 
kead, of Kinkead Fiorentino & Co., is 
chairman of the executive committee. The 
other officers are: Herman E. Willer, 
Thomas F. Bennett and Joseph P. Barry 
vice presidents; Robert I. Curran, vice 
president and secretary; Leo Burnes, as- 
sistant vice president; Samuel I. Bateman, 
assistant treasurer; James F. Gill, auditor, 
and Russell G. Sharpe, trust officer and 
assistant secretary. 


Banking Analysis As Essential 
As Industrial Analysis 


In speaking at the Mississippi Valley 
Conference, Dr. W. F. Gephart, vice presi 
dent, First National Bank in St. Louis 
said: 

It is only recently that attention has 
been directed to the need of improving 
bank organization and management, and 
banking institutions are discovering that 
results secured are comparable to those 
in other fields. 

This improvement centers around such 
questions as more careful and _ scientific 
granting of credit, more careful analysis 
of accounts, and the study of the different 
kinds of business to discover whether they 
pay and to what extent they pay, and then 
too, around the question of the personnel 
or the qualifications of officers and em- 
ployees of banks. 

THE CHICAGO” MORRIS 
BANK, organized in 1917, has 
announced its intention to change its name 
to ‘*Personal Loan & Savings Bank.’’ 


PLAN 


recent ly 


Under the new name the bank will continue, | 


as in the past, to do a loan and savings 
business, but on a larger scale. 


States | 
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Do Your Customers 
Carry YOUR Travel 


Cheques aig 
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epted throughout the world. The fact that 
ore than 60,000,000 cheques have been 
negotiated during the past 20 years at- 
tests to the degree of their acceptance. 
-B. A. Cheques are convenient to carry, 
afford complete protection against loss or 
heft, and abroad command the favorable 
exchange rate of bankers’ paper. 

Your bank’s name on A. B. A: Cheques 
is a constant link with your customers, 
wherever they may be. 


A. B.A. 
CHEQUES 


ACCEPTED EVERYWHERE 

















CONSTANTINOPLE 








IN ATLANTA 


For 63 years the Atlanta and Lowry has served 
its correspondents promptly and accurately, 
broadening such service as the commercial 
progress of the southeast created new demands. 





Combined Resources More Than $70,000,000 


ATLANTA AND LOWRY 
NATIONAL BANK 


AND 
TRUST COMPANY OF GEORGIA 











i | 
“I 


1929 BANKERS MONTHLY when writing to our advertisers 














POSITION OPEN 


For a certain sort 


of Banker 


Ability to make the sort of talk that stimu- 
Officers and Employees to 
personal effort for new accounts— 


This will qualify a banker under 40 (better 
still, under 35) for a position now open with a 
BANKERS MONTHLY subscriber. 


In reply, please be specific as to business 
career, education, and experience in making 
Your wishes will be respected 
as to strictly confidential treatment of your 
letter by the Rand M‘Nally man who reads it. 


lates Directors, 





business talks. 


Address 
The Publishers 
THE BANKERS MONTHLY 
536 South Clark St. 
Chicago, Illinois 





uu) 


parts of the world. 
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Berengaria and Mauretania, has agents and correspondents in all 


The offices of the Bank in Poultry, London, 
E.C. 2 and at 196 Piccadilly, London, W.1 are specially equipped 
for the use and convenience of visitors in London. 











A Complete Banking Service 


The Midland Bank offers exceptional facilities for transacting 
banking business of every description. Together with its affilia- 
tions it operates over 2450 branches in Great Britain and Northern 
Ireland and, in addition to offices in the Atlantic Liners Aguttania, 





OVERSEAS BRANCH : 122 OLD BROAD STREET, LONDON, E.C. 2. 


MIDLAND BANK 


LIMITED 
HEAD OFFICE: 5 THREADNEEDLE STREET, LONDON, E.C.2 





An affiliation of the CHASE WNA- 
TIONAL BANK OF NEW YORK, the 
Chase Securities Corp. and the American 
Express Co. was recently approved. The 


combined institutions will have capital, 
surplus and reserves exceeding $283,- 
000,000. 

58 








Six new vice-presidents were elected by 
the board of directors of the UNION 
TRUST CO., Detroit, recently. Those so 
honored were Eugene L. Deacon, J. Monroe 
Reney, Lawrence J. Toomey, Morse D. 
Campbell, Alvin W. Bond and Eugene L. 
Miller. 


St. Louis Merged Bank Begin; 
Operations 


The Mereantile-Commerce Bank and 
Trust Co., resulting from the merger of 
the Mercantile Trust Co. and The Nationa) 
Bank of Commerce in St. Louis officially 
opened for business recently at Eight) 
and Locust Streets, St. Louis. The Mer 


cantile-Commerce Co., the investment unit 








George W. Wilson, chairman, and 
John G. Lonsdale, president, on the 
occasion of the opening of the Mer- 
cantile-Commerce Bank and Trust Co., 
St. Louis. 


ot the bank, also opened at the same time. 

The resources of the consolidated bank 
at the end of the first day’s business stood 
at $144,690,251, with deposits of $124, 
671,008. Capital, surplus and undivided 
profits are $17,500,000. 

The 800 officers and employees of the 
consolidated bank reported for duty on 
Sunday and received their instructions. 
The day also afforded an opportunity for 
the personnel to become acquainted with 
one another. 

George W. Wilson, former president of 
the Mercantile Trust Co., is chairman of 
the board of the consolidated bank ani 
John G. Lonsdale, former head of The 
National Bank of Commerce, is the presi 
dent. Other officers are as follows: vice 
presidents, W. L. Hemingway, Arthur F. 
Barnes, Davis Biggs, W. M. Chandler, 
W. B. Cowen, F. E. Eaton, Thomas ©. 
Hennings, G. N. Hitchcock, L. D. Kelly, 
William Maffitt, C. H. MeMillan, E. J. 
Mudd, F. J. Paro, J. H. Powers, H. #. 
Reinhard, Oliver F. Richards, A. W. Thias, 
J. C. Walker and A. L. Weissenborn. 

The officers of the Mereantile-Commer¢e 
Co. are: John G. Lonsdale, chairman of 
the board; George W. Wilson, chairman 
of the executive committee; Sidney Maestre, 
president; Walter W. Ainsworth and 
Thomas Rielley, vice presidents; Festus J. 
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Krebs, treasurer ; Thomas I. Glannon, sec- 
tary; Alphonse Schneiderhahn, assistant 
secretary ; W. A. Bell and F. Roessler, 
gsistant treasurers; R. C. Obermann, sales 
manager; A. W. Snyder, resident vice 
president, Houston, Texas. 


Trust Company Supplies 
Textbooks to Insurance Men 


A splendid course of instruction was 
‘ven to the insurance men of Newark, 
N. J. by the Fidelity Union Trust Co. 
This consisted of lectures given at six 
meetings on the following subjects: 

“The descent and distribution of intes- 
tate property in New Jersey.’’ 

‘“Wills—testate distributiqon and_ tes- 
tamentary.’’ 

‘‘Trusts—voluntary and testamentary.’ 

‘¢Taxation—income and inheritance.’’ 

‘Administration procedure.’’ 

‘Cooperation. ’’ 

Complete copies of these addresses were 
then printed and supplied to the insurance 
men in a loose-leaf book, which is con- 
venient for them to use with prospects. 

In addition to this, the book contains 
printed definitions of all trust terms and 
samples of insurance trust forms of various 
kinds. There is also a chapter on taxation 
which is a summary and a discussion in- 
duding present rates of inheritance taxa- 
tion, both New Jersey and federal, and 
federal income taxation. Then there fol- 
lows a list of fees for trusteeship. 

These books are supplied in loose-leaf 
fom. The men can add any material of 
their own or additional material which may 
be supplied by the trust company later. 
The bank reports that this has proved to be 
a very valuable and profitable plan. 


, 


Bankers Trust Appoints Harold 
A. Lyon Advertising Manager 


The Bankers Trust Co., New York an- 
nounce the appointment of Harold A. Lyon 
as advertising manager. Mr. Lyon, a grad- 
uate of Amherst in the elass of 1915, has 
for the past eleven years been associated 
with The First National Bank of Boston 
where, as assistant cashier, he has directed 
advertising and new business activities. 
Prior to this connection, from 1916 to 1918. 
he served as assistant secretary of the 
Boston Chamber of Commerce. 

He is a director of the Financial Adver- 
tisers Association and is now completing a 
term as president of the New England 
branch of this organization. For a number 
of years he has been a director of the 
Amherst Alumni Association of Boston 
and in 1928 held the presidency. 

In connection with his service at The 
First National Bank of Boston, he was the 
author of ‘‘ Markets of the World,’’ a sta- 
tistieal analysis published by the bank in 
1920 and 1924, and distributed widely in 
this country and abroad. 





ROBERT LINDQUIST, formerly in 
charge of advertising of the Grand Rapids 
National Bank, Grand Rapids, Mich. is 
now in charge of the Philadelphia office, 


recently opened, for T. Harris Smith As- 
Sociates, Ine. 
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Correspondent Banks 


NEARLY a century’s accumulated experience and 
conservative progress have qualified the West- 
minster Bank to offer its characteristic service as 
a London correspondent to foreign banking es- 
tablishments. It functions through a system of 
over 900 of its own branches in England and rep- 
resentation in every banking town in the worid. 
and is amply equipped (as are the Paris and 
Brussels offices of the Westminster Foreign Bank) 
for specialized service in credits, collections, ex- 
change, and all the ramifications of commercial 
finance. Banking houses wishing to establish 
a London connexiorvare invited to 
communicate with the 
Manager 


WESTMINSTER BANK 


LIMITED 
New York Representative 


C. M. PARKER, 68 WILLIAM STREET 
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HEAD OFFICE: 41 LOTHBURY, LONDON, E.C.2 
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N:Z 





EXPORTS 


NATIONAL BANK of 
NEW ZEALAND Ltd. 


HEAD OFFICE: 


8 MOORGATE, LONDON, E. C. 2 
Chief Office in New Zealand :-WELLINGTON 


BRANCHES and AGENCIES THROUGHOUT NEW ZEALAND. 
CORRESPONDENTS IN ALL PARTS OF THE WORLD. 


Authorised & Subscribed Capital 
Paid-up Capital 
Reserve Fund & Undivided Profits 
$5=£1 $20,878,845 


The Bank issues DRAFTS and LETTERS OF CREDIT, makes Mail 
and Telegraphic Transfers, opens Current Accounts, negociates and 
collects Bills of Exchange, and conducts every other description of 
banking business with New Zealand. 








A Bank With No Withdrawals 


Announcement has been made of the or- 
ganization of a new trust company in 
Scarsdale, N. Y. with a unique plan. 

This bank is to specialize in paying the 
current bills of its depositors. The ar- 
rangement is that when a depositor owes 
money, he simply okehs the bill and sends 
it to this bank for payment. The bank in 
turn will presumably consolidate all bills 
owed to the same creditor and send one 
check itemizing the debtors. 

If the creditor is a depositor in the bank, 
the operation may be simply a matter of 
credit to the account of the creditor and 
notification. 

The bank is organized with a capital and 
surplus of $400,000 and its organizers are 
Manhattan business men living in Sears- 
dale. 


Distelhorst Heads Louisville 


Ad Club 


Walter Distelhorst, advertising manager 
of the First National 
Bank of Louisville, 
Ky., has just 
elected president of 
\ the Louisville Adver- 
tising Club. 

Mr. Distelhorst is 
also active in the 
Financial Advertisers 
Association. 


been 





Walter Distelhorst 





NATIONAL 
PROVINCIAL 
BANK 
LIMITED 


Total Resources: 


Over $1 550,000,000 


=£1.) 


Head Office: 


15, BISHOPSGATE, LONDON, E.C.2 


UNION BANK OFFICE: 
Princes Street, London, E. C. 2 


OVER 1250 OFFICES 


The Bank offers 
SPECIAL FACILITIES 


for the Conduct of the Accounts of 


OVERSEAS BANKS 


AFFILIATED BANKS: 


COUTTS & CO. 
GRINDLAY & CO., LTD. 





R. A. Bishop Heads Cleveland 
Bond Club 


Robert A. Bishop, 
vice president of 
the Central Na- 
tional Bank of 
Cleveland and the 
Central National 
Co., an affiliation 
of the Central Na- 
tional Bank, 
elected president 
of The Bond Club 
of Cleveland _ re- 
cently. 


was 








ROBERT A. BISHOP 


Chase National Acquires 
Famous Coin Collection 


A collection of coins, once valued at 
$50,000,000, constituting more than 40,000 
specimens assembled over a period of forty 
years, has been recently acquired by the 
Chase National Bank of New York, from 
Farran Zerbe, who has been appointed 
numismatis of the National Bank 
and curator of the collection. 

Known as the ‘‘Chase Bank Collection 
of Moneys of the World,’’ the collection 
covers a period of 5,000 years, providing a 
complete record of media of exchange of 
every type used for money in the history 
of the world. 


Chase 


Equitable Trust and Seaboard 
National Merge 


A merger has been arranged between 
the Equitable Trust Company of New York 
and the Seaboard National Bank of New 
York. 

Arthur W. Loas- 
by, president of the 
Equitable, becomes 
chairman of the 
board. Mr. Chel- 
lis A, Austin, presi- 
dent of the Sea- 
board, becomes 
president of the 
consolidated  insti- 
tution, the name of 
which will prob- 
ably be Equitable 
Seaboard Bank 





CHELLIS A. AUSTIN 


and Trust Co. 

The consolidated institution will operate 
under a state trust company charter. The 
ratio of exchange will be one and one-half 
shares of Equitable for one share of Sea- 
board (carrying one share of the Seaboard 
National Corporation). Previous to the 
merger the Seaboard National Bank will 
declare a special cash dividend of $5.00 a 
share. 

It is further contemplated that promptly 
after the merger the stock will be split up, 
the capital structure will be adjusted, and 
1ights to subseribe to new stock will be 
issued. 

Total resources will be $906,287,359.20. 

It has been learned from authoritative 
sourees that no further mergers are con- 
templated involving either of the banks or 
the combined institution. 
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Joliet Has Largest Illinois 
Bank Outside Chicago 


Formation of the largest bank in Illinois 
outside of Chicago, was announced recent 
ly in Joliet by George Woodruff, vice presi 
dent of the National Bank of the Repubjj 
of Chicago and chairman of the board of 
the First National Bank of Joliet, 

The First National Bank of Joliet hy 
completed negotiations toward the acquis, 
tion of the Commercial Trust & Savings 


Sank of Joliet, forming an_ institutig 
which will have resources in excess of 


$20,000,000. 

Mr. Woodruff will be chairman of ¢) 
board of the new bank, John T. Clyp 
vice chairman, and F. W. Woodruff, presi 
dent. 


McClure Again President Safe 
Deposit Council 


W. CC. McClure, manager of th 
Safe Deposit De 
partment of The 
Cleveland Trust 
Company, has been 
re-elected president 
of the National 
Safe Deposit Coun. 
cil made up of safe 
deposit men 
financial 
tions 

the 


from 

institu- 
throughout 
United States. 
Mr. MeClure and 
Delo Mook, assist 
ant counsel of t! 
bank, attended the annual convention of 
the council in Baltimore. 








me 





W. O. McCLURE 


Central Trust Adds $5,000,000 
To Securities Co. Capital 
Directors of Central Trust Co. of Illinois, 
Chieago, have approved plans for adding 
$5,250,000 to the capital structure of the 








' 


NTT 


bank and its affiliated investment organiza: | 


tion, Central Securities Co., in which ead 
bank stockholder has a beneficial interest. 

Of this money, $1,500,000 will be used 
to increase the capital of the bank from 
$10,500,000 to $12,000,000 and 
will be added to the bank’s surplus or un 
divided profits. The remainder, $3,000,000, 
will be added to the capital structure of 
Central Securities Co., and will be used in 
connection with the proposed enlargement 
of the activities of that company. 

This new investment company was 
formed by the consolidation of the Central 
Securities Co., the Bond Department of 
Central Trust Co. and the Federal Secur 
ities Corp. 


$750 ,00 


Two Examiners Now 
Shreveport Bank Officers 


Roy Marecom, formerly national bank 
examiner in the 11th District, 
elected vice president of the Exchange Na 
tional Bank, Shreveport, La. 

He will share the executive duties of the 
bank with J. S. Bartee, vice president, who 
was also a bank examiner. 


has been 
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Srate & TOWN 


Yuma 


Forest City 
Helena 


ifornia 
_ Hills 
Escondido 
Long Beach 


Los Angeles 
San Francisco 


San Francisco 


San Jose 
West Hollywood 


Connecticut 
Bristol 


New Canaan 


Delaware 
Georgetown 
Lewes 

Idaho 
Rupert 

inoi 
Chicago 


Evanston 
Joliet 
London Mills 


Bargersville 
Bluffton 
Ft. Wayne 


Indianapolis 


Indianapolis 

Otterbein 

Whitestown 
Idaho 

Boise 


wa 

Des Moines 

Dunlap 
Kansas 


Brewster 

Cimarron 

Girard 

LeRoy 

Neodesha 

Olathe 

Parsons 

Yates Center 
Kentucky 


Louisville 


Louisiana 
Houma 


Opelousas 
e 
Livermore Falls 


Portland 


Massachusetts 
Pittsfield 
Michigan 


Ann Arbor 


Battle Creek 


Cedar Springs 
Detroit 


Detroit 
Flint 


Grand Rapids 


Lobe City 

foodland 

Minnesota 
Bemidji 
Bensoh 


Clarkfield 
Duluth 


Hills 
Monticello 
Pequot 
Wheaton 


Willmar 
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CHANGES DUE TO CONSOLIDATIONS 


ABSORPTIONS AND CHANGES IN TITLE 


10 consolidations; 33 successions; 58 mergers; 23 taken over; 32 title changes; 
9 purchases; 3 absorptions; 10 conversions; 4 moved. 


PRESENT NAME 


Yuma Valley 


Bank of Eastern Arkansas 
Interstate National 


Beverly Hills National Bank 
& Trust Co. 

Security Trust & Savings Bk 
(Branch of San Diego, Cal ) 

California First National Bk 
of Long Beach 

Pacific National 

Canadian Bagk of Commerce 
(California) 

City National Bank of San 
Francisco 

San Jose National 

West Hollywood First 
National 

Bristol American Bank & 
Trust Co 

First National Bank & Trust 
Co. 


Georgetown Trust Co 
Lewes Trust Co. 


First Security 


National Bank of the 
Republic 

North American Trust Co. 

First National 

State Bank 


Bargersville State 

First National 

First and Tri-State National 
Bank & Trust Co 

Fletcher Savings & Trust Co 


State Savings & Trust Co 
State Bank 
Peoples Bank 


First National 


Central National Bank & 
Trust Co 

Dunlap Savings 

Brewster State 

First National 

Girard National 

First National 

First National 

Patrons Co-operative 

Exchange State 

State Exchange 


Louisville Trust Co 


Bank of Terrebonne & Trust 
“o. 

Planters Trust & Savings 

Livermore Falls Trust Co. 


To be succeeded by a new 
trust company 


Pittsfield Third National Bk 
& Trust Co, 

First National Bank & Trust 
Co. 

Old Merchants National Bk 
& Trust Co. 


State Bank 
Bank of Michigan 


Metropolitan Trust Co 
Union Industrial 


Old Kent Bank 


Lake City State 
Woodland State 


First National 
Swift County Bank, Inc 


Clarkfield State 


FormMeR NAME How CHANGED 


Yuma National Succeeds 


ePurchased 
Taken over 


First National 
First National 


Beverly Hills Savings Conversion 


First National and First Succeeds 
Savings re 
California National Title 


CAPITAL 


National Bank of Commerce Merger (Effective July 8th) 


Canadian Rank of Commerce Taken over 
Branch of Toronto, Can. 

Brotherhood National Title 

Conversion 


Title 


Growers 
First National 





First and American National American Exchange National Merger 


Exchange State 
State Bank 
Farmers State 
First National 


Bank of Willmar 


$500,000 


Bristol National Bank and Merger (Effective Aug. 31, 19 
American Trust Co. 
First National Title 100,000 
First National Succeeds 50,000 
Fidelity Trust & Savings Title 50,000 
Minidoka County Title 25,000 
Chicago Trust Co. Merger (Will re- tain corpor 
Iroquois Trust Co. Title 1,429,617 
Commercial Trust & Savings Merger 
Farmers State Bank, Taken over 
Ellisville, Ill. 
Farmers State Succeeds 25,000 
First Commercial Conversion 100,000 
First National and Tri-State Merger 
Loan & Trust Co 
East Side State Bank, Merger 
Rural Street Branch 
Inland Bank & Trust Co Taken over 
Farmers & Merchants State Taken over 
Peoples State Title 
Vale National, Vale, Ore. Purchased 
Central State Conversion 250,000 
Citizens State Merger 80,000 
Farmers State Merger 10,000 
Gray County State Conversion 25,000 
Farmers & Miners State Conversion 
Peoples State Purchased 25,000 
Union National Merger 
State Bank of Morse Taken over 
West Side Union State Merger 50,000 
Yates Center State Merger 25,000 
Louisville National Bank & Merger 
Trust Co. 
Bank of Terrebonne Savings Title 75,000 
Bank 
Planters Bank & Trust Co. Title 50,000 
Livermore Falls Trust & Title 
Banking Co 
Chapman National Succeeds 
Vol. Liq. 
Pittsfield National and Third Merger 
National 
First National Title 
Old National Bank & Trust Merger 
Co. and Merchants Trust 
& Savings 
Farmers & Merchants State Merger 20,000 
Dime Savings and Merchants Merger 
National 
Highland Park, Mich. Moved 500,000 
Industrial Savings and Union Merger 1,800,000 
Trust & Savings 
Kent State Bank and Old Merger 1,800,000 
National 
Missaukee County Merger 25,000 
Woodland Exchange Succeeds 
Beltrami County State Bank, Taken over 
Tenstrike, Minn. 
Farmers & Merchants State Consolidation 100,000 
Bank, DeGraff, Minn. 
Citizens State Taken over 50,000 
3,000,000 
and First National 
State Bank of Steen, Minn. Moved 
Farmers & Merchants State Taken over 
First National Taken over 15,000 
National Bank with First Consolidation 25,000 


National 


Kandiyohi County Consolidation 


SuRPLUS «& 


PRorits PRESIDENT 


CASHIER 


Press Report) 


(Press Report) 


(Press Report) 


29) 


Lawrence 


$128,109E. B 


10,000 L. L. Layton 


33,960 J. M. Thompson 


20,000 4. F. Beymer 
ate indentit jes 


529,150 


D. S. Rockwell 


H. P. Layton 
J. L. Marshall 


C. B. Colwell 


M. Cooley 


(Press Report) 


_1,000 W. T. Connell 
50,000C. M_ Niezer 


Wilbur White 
H. C. Moore 


(Press Report) 


346,940Grant McPherrin 


48,000 M. C. Dally 
18,3091. W. Crumly 
5,000C. E. Mackey 
2,000 


.250 L. E. Goodrich 


12,2 
14,770W. J 


95,052 Ernest Ellender 


12,500 L. J. Lareade 


H. K 


O'Donnell W. L. 


Lynn G. Fuller 
H. W. Van Horn 
C. A. Horney 


R. V. Butcher 
(Press Report) 


Read 
Gunnels 


C. A. Ledet 
M. J. Pulford 


(Press Report) 


15,650 ,Fred Hubbard 

362,600 H. B. Wallace 
1,626,885G. J. Brown 
3,054,420C. H. Hollister 


15,000 R. M. Bielby 


26,2458. H. Hudson 


16,550C. S. Orwoll 
3,002,1201. S. Moore 


J.P 


C. F. Eckfeld, Tr. 
E. 


D. Graham 


J. C. Bishop 
H. G. Bacon 


Thornton 


I. F. Fagerlie 
W. W. Wells 


Press Report) 


33,450 J 


Heidelberger 


G. Kristensen 


Continued on next page) 



































State & Town 


Mississippi 
Vicksburg 
Vicksburg 

Missouri 
Appleton City 
Hamilton 
Mendon 
Moberly 
Mound City 
New Hampton 
Piedmont 
St. Louis 
St. Louis 


South Gifford 


University City 
(St. Louis P. O.) 
Willow Springs 
Nebraska 
Benkelman 


Crete 
Grand Island 
Lincoln 
Lincoln 
Minden 
Wood River 
New Jersey 
Bloomfield 


Camden 
Hackensack 
Jersey City 
Newark 
Palisades Park 
Vineland 

New Mexico 
Mountainair 


New York 
Buffalo 


Huntington 
New York 
New York 


New York 
New York 
New York 
New York 


New York 


York 
York 


New 
New 


Patchogue 
Poughkeepsie 
Roslyn 
Syracuse 
North Carolina 
Oxford 
Smithfield 


North Dakota 
Fargo 
Grand Forks 
Valley City 
hio 
Akron 
Barnesville 


Granville 
Painesville 
Westerville 
Oklahoma 
Ardmore 
Lawton 


Miami 
Skedee 


Tulsa 
Tulsa 


Tulsa 
Yale 


~CHANGES DUE TO CONSOLIDATIONS 


ABSORPTIONS AND CHANGES IN TITLE 


PRESENT NAME 


First National 
National City Savings 


Merchants Bank 

First National 

Mendon Bank 

Bank of Moberly 

Holt County Bank 

First State 

Bank of Piedmont 

Cass Bank & Trust Co. 

Mercantile Commerce 
& Trust Co. 


Gifford Savings 
University City 
State Bank 

Bank of Benkelman 
First State 

Nebraska State 
Continental State 
Continental National 


Nebraska National 
Farmers State 


Bloomfield Bank & Trust Co. 
Camden Safe Deposit & Trust 
Co 


City National Bank & Trust 


0. 
Trust Co. of New Jersey 
West Side Trust Co. 


Palisades Park National Bk. 


& Trust Co. 


Tradesmens Bank & Trust Co. 


First State 


Liberty Bank 


First National Bank & Trust 


oO. 
Bank of America 
Association 
Bank of America N. A. 


Bank of the United States 


Central Hanover Bk. & Tr. 


Co 
Chase National 


Chemical Bank & Trust Co 
which will be consolidated 
_ 8S. Mortgage Trust 


with U 
Co. 
Guaranty Trust Co. 


Harbor State 
International Union 


Patchogue Bank & Trust Co. 


First National 


Roslyn National Bank & Tr 


Co 
First Trust & Deposit Co. 


First National Bank of Gran- 


ville 


First Citizens Bank & Trust 


Co. 


Merchants National Bank & 


_ Trust Co. 

First National 

National Bank 

First City Trust & Savings 
Citizens Trust Co. 


Peoples State 


Painesville National Bank & 


Trust Co. 
Bank of Westerville 


American Bank & Trust Co. 
State Security Bank & Trust 


o. 
First National 
Skedee State 


Exchange National 
Exchange National 


First National Bank & Trust 
Co 


Farmers & Merchants 


Bank 


National 


(Continued from preceding page) 


ForRMER NAME 


Citizens National 
Home Savings 


Appleton City Trust Co. 
Nettleton, Nettleton, Mo. 
Bank of Mendon 


Randolph County Trust Co. 


Bank of Bigelow, Mo. 
Bank of Martinsville, Mo. 
Peoples Exchange 


Cass Ave. Bank 
Mercantile Trust Co 
National Bank of Com- 


merce 


Bank of Gifford and Farmers 


Exchange ‘ 
Bank of University City 


Bank of Willow Springs 


Parks State Bank of Parks, 


Neb 
Crete State 


Farmers State, Alda, Neb. 


Nebraska State 
Continental State 
Minden State 
Citizens State 
Bloomfield National 
Security Trust Co. 
City National 


Claremont Bank 


Hawthorne Ave. Trust Co. 


Palisades Park National 
Tradesmens Bank 


First State of Estancia, 


Frontier National Bank and 


Community National 
First National 


Nassau National 


Traders National as Traders 


Office 


Municipal Bank & Trust Co 
Central Union Trust Co. and 


Hanover National 
National Park 
Chemical National 
Voluntary Liq., 5-2-29 


National Bank of Commerce 


Emil Kiss 


Unity State, Borough of Man- 


hattan 
Patchogue Bank 


Poughkeepsie Trust Co. and 
Fallkill National Bank & 


Trust Co. 


Bank of Hempstead Harbor 


Liberty National and Third 
National with First Trust 


& Deposit 


First National Bank and Na- 
tional Bank of Granville 


First & Citizens National 


Merchants National 


Northwestern National 
First & Security National 


First Trust & Savings and 


National City 


First National of Somerton, 


Ohio 
Granville Bank Co. 
Painesville National 
First National 


American National 
Security National 


Ottawa County National 


Blackburn State, Blackburn, 


Okla 
Exchange Trust Co. 
Central National 
Trust Co. 
Tulsa National 


Farmers National 


and 


Bank 
and Bloomfield Trust Co. 


Bank & 


How CHANGED 
Merger 
Merger 
Taken over 
Taken over 
Taken over 
Taken over 
Merger 
Taken over 
Taken over 
Succeeds 
Merger 
Merger 
Title 
Taken ov er 
Merger 
Consolidation 
Purchased 
Consolidation 
Conversion 
Conversion 
Taken over 
Merger 
Merger 
Title 
Merger 
Merger 
Title 
Title 
Moved 


Merger 
Title 

Merger 
Merger 


Merger 
Merger 


Merger 
Succeeds 


Merger 


Taken over 
Purchased 


Conversion 
Merger 
Conversion 


Merger 


Merger 


Succeeds 


Title 


Merger 
Succeeds 


Merger 
Merger 


Purchased 
Title 


Absorbed 


Succeeds 
Title 


Consolidation 
Moved 


Merger 
Taken over 


Merger 
Title 


CAPITAL 


$300,000 
100,000 


"16,000 

* 20,000 

"10,000 
300,000 
10,000,000 
15,000 


100,000 


25,000 
* "100,000 
200,000 


"40,000 
50,000 


1,000,000 


25,000 ....... 


21,000,000 


70,000,000 


100,000 .... 


2,600,000 


200,000 
100,000 


" '250,000 


50,000 


250,000 


25,000 .-. 


SURPLUS & 


Paorire PRESIDENT 


$304,544G. Williamson 
223,510C. L. Warner 


""'5,333 R. A. Partch 
40,000 B. P. Smith 
"20,0008. L. Leeper 
603,247 J. F. Helbrung 
7,500,000 J. G. Lonsdale 
5,000 J. P. Foster 


26,000 L. T. Ward 


CASHIER 


S. E. Treanor 
J.G 


i}. Hickman 


J. R. Pattrick 
G. W. Px »ynter 
A. M. Luna 


J. Wilhelm, Tr 


( 


I 


3. R. Alexander,T; 


1.G Montgomery 


W. T. Mars 


%. E. Moore 


(Press Report ) 






320 A. J. Guendel 


ac oeen gC 
25,420 R. Durtschi 


600,000 Allison Dodd 


E. M. Brickley 


"79,117,707G. W. Davison 


C 
,560E. N. Van Horne E. A. Becker 


F. Dryer 


Val Jensen 


L 


H. M. Myrick, Tr. | 


B. Persson 

R. Hill, See-Tr. | 
j 

C. Hester 


Press Report) 


90,000,000 WC. Patter 


M.T. Murray, Jr 


see 


(Press Report) 
(Press Report) 


(Press Report) 
(Press Report) 


R. Tubby 
4,673,297 A. B. Merrill 


250,000 W. H. Hunt 


172,285 


53,080 J. P. West 


H. A. Wood 


H. W 


Parrett, Tr 


J. W. Medford 


Erle L 


Fouks 


iakaone (Press Report) 
125,960 F. W. Milbourn ) 


E. C. Nighman 


F. E. Samuel 


(Press Report) 


80,000G. L. Coleman 


C. H. Mullendore 


(Press Report) 


«eceee A. EB. Sloan 


Lee Hall 
(Press Report ) 
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ER SraTe & TOWN PRESENT NAME 
a -_ River First National _ 
=a Portland Brotherhood National 
vanla 
ck Passi First National - 
Faston First National Bank & Trust 
. 0. 
or Glenside Keswick National 
Tr Mt. Joy First National Bank & Trust 
oO. 
ee Philadelphia Bankers Trust Co. of Phila- 
hs sng ‘ 
zomery Philadelphia Bankers Trust Co. 
— aeicihia Commercial National Bank & 
Trust Co. 
Philadelphia County Trust Co. 
Philadelphia Integrity Trust Co. 
Philadelphia National Bank of German- 
town & Trust Co. 
Philadelphia Fairhill Trust Co 
n Philadelphia First Penny Savings 
Philadelphia Pennyslvania Co. for Insur- 
ance on Lives and Granting 
Annuities 
Philadelphia Security Title & Trust Co 
Philipsburg Moshannon National 
York York Trust Co. 
| South Carolina ick 
¢.-Tr Columbia Peoples State Bank of South 
i Carolina 
Darlington Peoples State Bank of South 
; Carolina (Branch of Colum 
bia, S. C.) 
Dillion Peoples State Bank of South 
Carolina(Branch ofColum- 
bia, 8. C.) 
Ebrhardt Peoples State Bank of South 
Carolina(Branch ofColum- 
bia, 8. C.) 
Estill Peoples State Bank of Sout 
Carolina(Branch ofColum- 
| bia, 8. C.) 
Georgetown Peoples State Bank of Sout! 
' Carolina(Branch ofColum- 
a bia, 8. C.) 
k, Tr. Greely ville Peoples State Bank of South 
i Carolina(Branch ofColum- 
j bia, S. C.) 
Johnsonville Peoples State Bank of South 
Carolina(Branch ofColum- 
bia, 8. C.) 
Kingstree Peoples State Bank of South 
Jr Carolina(Branch ofColum- 
see bia, 8. C.) 
Lamar Peoples State Bank of South 
Carolina(Branch ofColum- 
bia, 8. C.) 
Manning Peoples State Bank of South 
Carolina(Branch ofColum- 
bia, S. C.) 
Moncks Corner Peoples State Bank of South 
Carolina(Branch ofColum- 
bia, S. C.) 
Tr St. George Peoples State Bank of South 


Carolina(Branch ofColum- 
_— bia, 8S. C.) 
St. Stephen Peoples State Bank of South 
| Carolina(Branch ofColum- 
bia, S. C.) 
Peoples State Bank of South 
Carolina(Branch ofColum- 
bia, 8. C.) 


Varnville 


South Dakota 
Dupree 
Sioux Falls 
Watertown 


Farmers State 
First National 
First National 


Tennessee 


Big Sandy Peoples Union Bank & Trust 


Co. (Branch of Camden, 
' Tenn.) 
. Camden Peoples Union 
Memphis Union Planters National 
Paris First State 
Texas 
C arrollton Farmers & Merchants 
Hemphill First National 
Higgins First National 
ore Houston Publie National Bank &Trust 
M : Co : 
Mesquite First National 
Randolph : First State 
San Antonio City Central Bank & Tr. Co 
Vermont 
Winooski Burlington Trust Co. (Branch 


Burlington, Vt.) 
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FormMER NaME 


Mosier Valley, Vol. liq. 
Brotherhood Co-operative 


National 


Peoples State 
Northampton Trust Co. 


Roslyn National of Roslyn, 
Pa 


First National 


Empire Title & Trust 


Tioga Trust Co. 


Manayunk-Quaker City Na- 
tional and Southwark Na- 
tional under title Commer- 
cial National Bk. & Tr. Co. 

lacony Trust Co., Fox Chase 
and Holmesburg Trust Co 
as County Trust Co. 


Tenth National and Colum- 


bia Avenue Trust Co. 
National Bank of German- 
town 
Ninth Bank & Trust Co. 
Independence Savings 
Bank of North America 
Trust Co. 


& 


Sixty-third Street Title & 
Trust Co 
Bank of Morrisdale, Pa. 


Citizens Savings & Trust Co. 
Peoples Bank 
Peoples Bank 


State Bank 
Hampton Banking Co. (Br 


of Varnville, 8. C.) 


Hampton Banking Co. (Br 
of Varnville, 8. C.) 


Bank of Georgetown 


Williamsburg Bank & Trust 
Co 
& €.3 

Williamsburg Bank & Trust 


Co. (Branch of Kingstree, 


. <€% 


Williamsburg Bank & Trust 


Co 


Lamar Peoples Bank 


Clarendon Banking Co. 


Farmers & Merchants 


Dorchester Banking Co 


Farmers & Merchants Bank 
of Moncks Corner (Branch 
Moncks Corner, 8. C.) 


of 
Hampton Banking Co. 


Dupree State 

Minnehaha National 

First National of Florence, 
8. D 


First National 


Peoples Bank & Trust Co. 
Union Planters 
First National 


First State 
Hemphill State 
Citizens National 
Public National 


First State of Kleberg 
Continental State 


Central Trust Co. and City 
National and Guaranty 
State 


Champlain Trust Co. 


(Branch of Kingstree, 


How CHANGED 


Purchased 
Title 


Purchased 


Consolidated 
Succeeds 


Title 


Merger 


Merger 
Merger 


Merger 


Merger 
Title 


Merger 
Absorbed 
Merger 


Merger 


Absorbed 
Merger 


Succeeds 


Succeeds 
Succeeds 
Succeeds 
Succeeds 
Succeeds 
Succeeds 
Succeeds 
Sueceeds 
Succeeds 
Succeeds 
Succeeds 
Succeeds 
Succeeds 


Sueceeds 


Purchased 
Title 
Merger 


Succeeds 


Sueceeds 
Title 


Succeeds 


Succeeds 
Taken over 
Succeeds 


Title 
Taken over 


Title 
Consolidation 


Succeeds 


CHANGES DUE TO CONSOLIDATIONS 


ABSORPTIONS AND CHANGES IN TITLE 


CAPITAL 


100,000 


125,000 


3,912,500 


400,000 


661,450 


SURPLUS & 
PrRorits 


_ 2,048,425 Walter Williams 


PRESIDENT CASHIER 


(Press Report) 


$60,000 R. W. Lohr 


P. M. Weimer 
(Press Report) 
17,452C. Ambruster J. U. Hagan 
252,650 T. J. Brown R. Fellenbaum 


1,972,0708. H. Barker E. R. Scott, Tr. 


(Press Report) 


(Press Report) 
J.C. Knox 


100,227 Howard Hager A. L. Ivers, Tr. 


500,000 100,000 R. G. Rhett, Jr. F. W. Scheper, Jr. 
(Surplus) 
"900,000 ‘140,605 W. L. Baker B. H. Requa 
25,000 25,000 E. E. Me Daniel Lindsey Melton 
"00,000 -15,000J. R. Rison C.B. Aden 
25,000 2,538 R. L. Thornton F. H. MeMurray 
25,000 19,254 A. M. Jones O. P. Pate 
25,000 24,840T. H. Black C. H. Hude 
300,000 164,130J. H. Tallichet Carter Stewart 
Pye siabel’ atiweadease 


15). 


....M. F. MeGettrick, Mer. 


CLASSIFIED 
ADVERTISEMENTS 


Advertisements will be accepted under this 
heading at FIVE CENTS per word, signa- 
tures, address, name and heading to be 
counted. Send cash with your order. 
Answers addressed care of the BANKERS 
MONTHLY will be forwarded promptly. 


BUSINESS OPPORTUNITY 


Will buy controlling interest of country bank, 
preferably in Wisconsin, but will consider 
others. Address, Box 800, C/o BANKERS 
MONTHLY, 536 S. Clark St., Chicago, Ill. 7*-1 ti. 


POSITION WANTED 


I am Cashier of a city community bank of 
$25,000 Capital, bank has made 11% on 
Capital in first five months of this year; have 
had 14 years experience, clean record, law 
trained, student in the A. I. B. and married. 
Desire a_ better opportunity. Address, Mr. 
Clyde Raub, 525 E. 11th St., Indis ang — 


Ind. -1 ti. 
WANTED 


Position as Secretary & Treasurer or Auditor 
of banking or other financial institution, by 
man 37 years of age and married. Have degree 
as Certified Public Accountant and experienced 
bank executive Reply to Box 680 c/o THE 
BANKERS MONTHLY, 536 S. Clark St., Chicago, 
Til. 7*-1 ti 


PRINTING 


Omaha Printing Company, 13th and Farnam 
8Sts., Omaha, U. S. A. Lithographers, Embossers, 
Stationers, Office Furniture. 7*-12 ti 


“Natural-Grip’’ Penholders 


“Fit the Hand Like a Glove” 


A “NATURAL-GRIP” and your 
favorite point furnishes you 

with the world’s finest 

writing tool. 


Made from construction 
Bakelite of these penholders 
F provides for a finger rest 
at each point of contact. You 

cannot know perfect pen comfort 

until you useone. “wy wy 


The 


scientific 


The Standard Model, 50c, or 
3 for $1.00. The Oblique Model, 75c 
One of each, $1.00. Prepaid Parcel Post 


‘Nefurefcri 
ee 


“Ave 
Wide STRONG omphteg:” —_ TOOLS 
BETTER C COM A reLLERS 


Coin Wrappers, Currency 
Straps, Tubular Wrap- 
pers, Tellers’ Moisteners, 
Coin Trays, Coin Bags, 
Lead Seals, Seal Presses, 
Manual Counters, Wrap- 
per Cabinets. 


Sold By Leading Bank Stationers 


The C. L. Downey Co. Ciactanatl, Ohio 
941-943-945-947 Clark Street 


BANK GUARD RIFLES 


Springfield rifle, cal. 30/06 - - - - - $19.50 
Krag rifle cal.30/40 - - - - - - - $12.50 
French rifle, cal. 8 m.m. - - - - - - $12.35 
Gunslings, belts, holsters, machine guns, ammuni- 
tion, etc. New 380 page illustrated catalog of 
military goods mailed for 50 cents. Circular for 
2c stamp. Established 1865. 


FRANCIS BANNERMAN SONS, 501 Bway, N.Y. City 


ELLOGG PEACE TREATY 


Excellent Reproduction, Text Matter 
and Signers. Most timely good will 
creator for banks and trust companies. 
Suitable size for framing. 

Write for your copy today. No obligation 


THE FRYNK MARTIN COMPANY 
Marshall Bu ‘iling CLEVELAND 
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yPeders will confer a favor by mentioning THE JULY, 


Banks Reported Closed 


(Continued from page 34) 


Broken Bow—Custer State 
Brownlee—Brownlee State 
Burton—Burton State 
Butte—Citizens State 
Dalton—Farmers State 
Fairfield—Citizens Bank 
Genoa—Farmers State 
Gilead—State Bank of Gilead 
Grainton—Perkins County State 
Haigler—State Bank of Haigler 
Johnstown—Citizens Bank 
Minatare—State Bank of Minatare 
Mitchell—Mitchell State 
Ohiowa—Ohiowa State (Vol. 
Paxton—Commercial State 
Ponea—Security Bank 
Rohrs—Farmers Security State (Liq.) 
Shelton—Meisner State 
Stockville—Frontier County 
Strang—Strang State 
Vesta—Vesta State 
Wakefield—Security 


Liq. ) 


State 


New Hampshire 
Farmington—Farmington Savings (Liq. ) 


North Carolina 
Star—Bank of Star (Liq.) 


North Dakota 
Bartlett—Bartlett State 
Brocket—State Bank of Brocket 
Calvin—First State 
Grafton—Sceandinavian American 
Juanita—First State 
Kloten—First State 
Lakota—Farmers & Merchants State 
Ray—First State 
Sanborn—First National 
St. Thomas—Farmers State 


Ohio 
Chattanooga—Farmers & 
State (Rockford P. O.) 
New Marshfield—Marshfield State 


Oklahoma 
Wright City 
through MeCurtain Co. 
Bow, Okla.) 


Merchants 


-Wright State (Vol. Liq. 
Bank, Broken 


South Carolina 
Clifton—Peoples Savings 
Converse—Converse Savings 
Heath Springs—Merchants & Farmers 
(liq. ) 


South Dakota 


Big Stone City—Farmers State 


Tennessee 
Jefferson City—Mossy Creek Bank 
Southside—Southside Bank (liq.) 


Unionville—Unionville Banking Co. 


Texas 
Ammannsville—Ammannsville State 
Milano—First State 
Wylie—Wylie State 
Virginia 
Monroe 
ceivership (Press Report) 


Washington 
Vancouver—American Security 
West Virginia 
Shinnston—First National 
Wyatt—Bank of Wyatt 


Wyoming 
Basin—Basin State 





Bank of Monroe—Bank in Re- 


INDEX TO 
ADVERTISERS 
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New York., 
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D 
Davenport-Taylor Mfg. Co. 
Downey Co., C. L.. 
Drytype Stencil Co. 


Engineers National Bank, Cleveland 


F 
Financial Adv. Asso... . _ 
First National Bank, Boston Inside back cover 
First National Bank, Detroit oe 


G 
General Motors Accept. Corp — 


H 
Heco Envelope Co. 


Inland Co. 


Lake Erie Chemical Co 
La Monte & Son, Geo. 


M 
Martin Co., Frank 
Mercantile-Commerce Bank & Trust Co., St. . Lodi 
Midland Bank, Ltd. 
Mississippi Valley 
St. Louis 


Merchants State 


Trust Co.) 


National Bank of New Zealand 
National Cash Register Co. 
National City Co..... 
National Provincial Bank 
National Safe & Lock Co. 
Natura! Grip Co 


Pennsylvania Co. . . Inside front cov, 


Rand McNally & Co vee 
Remington Rand Business Service, 


Inc 


8s 
Sargent & Greenleaf, Inc... 
Santa Fe Railway. 
Security-First National Bank of Los 
Shaw-Walker Co. 
State Bank of Chicago 


Angeles... 


Thrift Systems Co... 
Todd Co 


Union Trust Co., Cleveland... .. 


Ww 
Westminster Bank, Ltd... . 


Yale & Towne Mfg. Co 
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